








Interchangeable Scraper Blades 
Stock Red Devil Blades for re 
peat sales. All Red Devil Blades 
are replaceable (except #0) 

a saving for your customers and 
an added profit-maker for you 


WOOD SCRAPERS 


Designed to do a cleaner job—easier 


*10—The right price for 
your largest market — the 
homeowner. Perfect for 
window sash work and tight 
quarters. Replaceable blade 


F peters overall length and perfect balance 
combine to make this all-around scraper the 


fastest seller any dealer can stock. 112” 
double blade. 


# 50—The fastest wood scraper on the mar- 
ket. 9” length gives perfect leverage in any 
position. Shaped to ease and speed scraping. 
2%” double blade. 


#8— Perfectly balanced pistol grip 
promotes more even scraping—reduces 
hand fatigue. Requires less pressure to 
remove tough, old finish or even down 
rough spots. 242” double blade. 


#CS-1— Keen cemented carbide 
blade lasts 100 times longer. 4 
edges, 4 different-shaped corners 
remove paint from metal, wood, 
masonry, etc., with ease equalled by 
no other scraper. All-steel, finely 
balanced handle. 21/2” blade. 





# WS-7 — All-aluminum handle 
makes this the perfect scraper 
for heavy duty and long use. 

1 Designed for fast, effortless 
scraping with perfect leverage 
in all positions. 21%” double 
blade. 
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the money you make 


WHEN YOU SELL 
KWIKSET'S "400" LINE 
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SATISFACTION YOU GIVE 
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THE VOLUME OF 
BUSINESS YOU DO 
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GREATER PROFITS 

WHEN YOU BUY KWIKSET'S 
"400" LINE OF 
UNCONDITIONALLY GUARANTEED 
LOCKSETS 





THE QUALITY LOCK FOR BUDGET BUILDING 








“WITH FROST IT’S QUALITY FIRST” 








We're expecting your order 


"1995! 


We're already planning to fill your 1995 orders for 
FROST GOLDEN PINE! Forty .. . fifty. ..ora 
ST GOLDEN PINE hundred years from now your orders for FROST 


XEN PINE | ; 


es age ome GOLDEN PINE will be filled as promptly as they are 
C DEN Pt! today. Our 450,000 acres of timberland are 


managed on a self-perpetuating basis, which 
T GOLDEN PINE & 
om aap tage emer means a controlled harvest, plus re-growth for a never- 


FROST GOLDEN PINE ++ 


——~- | quality plus dependable delivery, mark your 
’ SOLDEN PINE * ' 
ee tae next order FROST GOLDEN PINE. 


Bon 


FOREST PRODUCTS DIVISION OF OLIN INDUSTRIES, INC. 
SHREVEPORT © LOUISIANA 














PRODUCERS OF 


FROST GOLDEN PINE © FLOORING © HARDWOODS © TREATED MATERIALS © FROST BRAND FURNITURE 


(To obtain more data on advertised products see page 64) May 31 
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NEXT ISSUE-—Heimbach Lumber Company, 

Duluth, Minn., has just opened a new store and 
AMERICAN LUMBERMAN & BUILD- = : yard specifically designed to serve their con- 
ING PRODUCTS MERCHANDISER is f tractor and architect customers, The photo 
published every other Monday by : | graph at the left, showing protected drive-in 
American Lumberman, Inc., 139 N. rt) 


Clark St., Chicago 2, Ili. Subscriptions : service, is just one of the features of this ultra- 
one year, U. S. and Canada, $3 (26 


} modern vetail operation. And there’s much 
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matter October 2, 1946 at the Post Office ; dealers explain their cooperative TV shows. A 

Chi ao, Iijinois, under the Act eof Kansas City dealer will tell tell you how to 

eee See “aig 1954 by Amer- } é + collect past due accounts. And a Syracuse, 

: “ F N. Y. retailer will explain why attic finishing 
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Don't lose money in a shop 


cjyttered with “Clunkers ”... 
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...one AMF DeWalt machine that does the work 
of many machines and cuts equipment cost 60%! 


Money-saving flexibility like this makes AMF De Walt your 
BIGGEST VALUE in woodworking machinery today! 


FIRST completely universal saw — 18 different saw blade First 3-dimensional dado machine—over 14 different 
operations. PROFITS PLUS WITH DE WALT! dado head uses. PROFITS PLUS WITH DE WALT! 


FIRST tilting arbor overhead shaper —does all kinds of FIRST combination back-to-wall machine — saves floor 
shaping work. PROFITS PLUS WITH DE WALT! space, permits straight-line handling. PROFITS 
PLUS WITH DE WALT! 


Now is the right time to invest in AMF DeWalt” for your work! Here is 
the ONE machine that actually provides you with new practical 

ideas for greater shop efficiency, lowers your costs and boosts your profits. 
AMF De Walt greatly reduces your capital investment because it 
accurately does the work of many single-purpose machines. What's 

more, it brings new safety to operators and releases valuable 

floor space for other uses. 


There's no job that versatile AMF De Walt can’t do—with the 
proper accessory or attachment. Even if you have your own 
idea for an ingenious application, chances are 

good that versatile AMF De Walt can help make it work. 


De Wait Inc. =) Lancaster, Pa. 


See the complete AMF De Walt line ranging from POWER SAWS 
’ to 10 H. P. models at your dealer's today. ‘ pe " 


Or write c/o Dept. AL-5 for details. In Canada: De Walt Canada Ltd., Guelph, Ont 
A subsidiary of American Machine & Foundry Company, New York 
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Wal wood window unit 
Here’s the new, versatile MALTA Wood Window Unit long de- 
manded by home-builders and contractors . . . the MALT-A- 
VENT! The new MALT-A-VENT lends itself to every purpose 
... to “stacking” in vertical groups . . . for window walls or 


intriguing combinations of fixed, casement and awning units that 
add a “custom-built” touch to delight home buyers. 


MALT-A-VENT windows will delight the dealer, too! They 
retain the “sure-sell” qualities found in the other well-known 
MALTA windows . . . the MALT-A-MATIC and MALT-A- 
GLIDE. They are precision-milled from select western pine and 
chemically treated to resist rot, stain, shrinkage and insect dam- 
age. Full 2” dimension sash is putty-glazed, with stops for optional 
double-glazing which is held in place by easily removable mirror 
clips. Fully weatherstripped sash is contacted at every point to 
form a snug seal when sash is closed, Wide-opening . . . to full 
90 degree angle . . . both sides of glass are easily cleaned from 
inside! 

Demonstrate the flexibility and versatility of MALT-A-VENT 
Windows . . . their many quality features and complete 
adaptability will boost your sales . . . and bring customer 
satisfaction! See your nearest Malta jobber, now, and get 
your supply of sales-compelling literature. 


Makers of the 
MALT-A-MATIC 

* MALT-A-MASTER 
* MALT-A-GLIDE 

* MALT-A-VENT 
wood window units 


MEMBER 
PONDEROSA 
PINE 
WOODWORK 
ASSN. AND 
N.W.M.A, 


Supreme Quality Since 1901 
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NEWSCAST | 


LATE AND IMPORTANT Developments of the Industry 


REPORT ON THE HOUSING BILL. [It's already apparent that the changes to be made 
in the new housing bill because of the FHA mess will not be critical. 
Section 221, which calls for 100% mortgage insurance, a 40-year loan 
will be dropped. Title I will probably have a limitation of 90% 
on each individual loan. 

NEW STARTS SPOTTY ACROSS NATION. Reports from Chicago indicate that activity is 
high. Around Long Island builders are scheduling 10% more units than 
last year. Starts in New York suburbs totaled 9,068 in the first 
three months, compared to 8,864 last year. Los Angeles is lagging 
behind 1953, as is Atlanta and St. Louis. 

PREFABS UP 25% IN MARCH. A number of companies say March was the biggest March 
in their history. The total number of units shipped exceeded 1955 
by 25%. However, it must be remembered that the total of prefabs is 
Still small--shipments were only 3,800 houses in March. 

TENANTS TAKE DIRECT ACTION. Irritated by the extent of windfall profits 600 
tenants living in Glen Oaks Village, Long Island, have agreed to 
withhold 25% of their rent because of "fraud, conspiracy and 
negligence." They are also suing for return of alleged windfall 
profits. If successful in court the result could lead to similar 
suits throughout the country. 

THE BUSINESS OUTLOOK. The general situation is improving but no marked upturn 
is likely to occur before the next 90 days. Optimism is strong for 
three reasons; inventory adjustments are nearly complete, building 
will continue stable, government spending will trend higher. 

BUILDING AGAIN CROSSING UP FORECASTERS. Early estimates for construction for 
1954 were 2 to 4% under 1953. Building to date is nearly 2% larger 
than for the same period last year, in spite of a wet spring. Similar 
gloomy forecasts were made in 1951, 1952, 1953. All of which led Al, 
our office boy, to suggest we hire a full-fledged fortune teller for 
the industry. 

NAHB SETS UP MERCHANDISING COMMITTEE. Dealers will be interested in the new 
sales and merchandising committee inaugurated last month by the 
National Association of Home Builders. Emphasis will be on sales 
clinics, films, panels, and demonstrations. During the last 
convention season the appearance of a builder on a program at a 
lumber dealer convention was a exception rather than the rule. The 
dealers biggest customer never had a chance to tell what he needed in 
the way of products, services. This new NAHB committee could help in 
planning programs to correct this situation. 

1954 - BEST YEAR TO BUILD. Not for a decade have circumstances been so 
favorable. Lock at the facts...discuss them with customers, 
contractors. Construction costs are steady, the materials flow is 
dependable, money is cheap again, a new, improved housing bill is in 
the offing. In the fullest sense 1954 can be called a normal year- 
-a year when careful planning will pay-off. 


(continued on page 10) 
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Private Starts Highest in 31/2 Years 


Private starts in April advanced 
to the highest level for any month 
in more than three years, accord- 
ing to preliminary estimates of the 
Labor Department’s Bureau of 
Labor Statistics. 

Total starts came to 110,000 new 
nonfarm dwelling units in April. 
This was 1,400 under April 1953 
but last year there were 4,000 pub- 
lic housing starts in the total com- 
pared with only 900 this year. Pri- 
vate starts were 109,100, 1,700 
more than April 1953. 

For comparisons of the high vol- 
ume on private starts in April it 
is necessary to go back to Septem- 
ber 1950, when 116,100 new homes 
were begun. Not a single month 
in 1951, 1952 or 1953 matched the 
private housing performance 
turned in last month. 

On a seasonally adjusted basis, 
private starts have been at an an- 
nual rate well above 1,100,000 for 
the past three months. The rate in 
April, 1,159,000, was the highest 
for any April except in 1950. Final 
reports for 1953 show that 1,103,- 
800 new dwelling units were built 
last year, compared with 1,127,000 
in 1952 and 1,396,000 in the peak 
year of 1950. 


Strike Idles 25,000 
Building Trades Workers 


About 25,000 building trades 
workers in Greater Cleveland are 
on strike following a disagreement 
over a new wage contract. Work 
on about 8,000 homes is stopped. 

This dispute followed efforts by 
the Home Builders’ Association of 
Greater Cleveland to act as its 
own bargaining agent rather than 
to accept an agreement between 
the Building Trades Employers As- 
sociation and the AFL Building 
Trades Council, as in past years. 

The contract calls for a 12% 
cents an hour increase, 74 cents 
retroactive to May 1, and 5 cents 
to go into effect November 1. 


Exhibit 2 Selling 
Well for NRDLA Show 


In just a few short weeks the 
National Retail Lumber Dealers 
Association has sold over one-third 
of the available exhibit space in 
the Kingsbridge Armory for their 
first national exposition in New 
York City, October 2-10 inclusive. 

A brochure outlining the full de- 
tails of the show is now being 
printed and will soon be sent to 
prospective exhibitors. Reserva- 
tions so far have been in response 
to a letter giving only the high- 
lights of preliminary planning. 

Phil Creden, Hines Lumber Com- 
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pany, Chicago, who heads the com- 
mittee planning the show, reports 
that dealers attending the show 
will be impressed with the huge 
size of the armory. It’s 300 feet 
wide and 600 feet long. Meetings 
will be held in 10 small rooms and 
in a theater seating 1,200. A large 
gym at the armory with a capacity 
of 1,000 is also available. 

Creden said that a subway ride 
from the center of New York to the 
armory requires but 20 minutes 
and the fare is just 15¢. New York 
headquarters for the exhibition 
have been set up in the Shelton 
Hotel, 525 Lexington Avenue with 
Grover McDonald, show manager 
in charge. 


Faulkner to Head 
Asphalt Roofing Bureau 


Earl C. Faulkner, executive vice 
president of the Lehon Company, 
Chicago, was elected chairman of 
the board of governors of the As- 
phalt Roofing Industry Bureau at 
its annual meeting held in the 
Blackstone Hotel, Chicago. He 
succeeds L. W. Clarke, vice-presi- 
dent of the Philip Carey Manufac- 
turing Company, Cincinnati. 

W. R. Wilkinson, vice president 
of the Johns-Manville Corporation, 
New York, was reelected vice 
chairman of the board of gover- 
nors, and E. L. Chamberlain, vice 
president of Bird & Son Inc., East 
Walpole, Mass., was reelected 
treasurer. 


Produce $100,000 
Movie on New Houses 


Home builders and manufactur- 
ers have teamed up to produce a 
$100,000 full length dramatic 
movie designed to make home buy- 
ers out of viewers. Titled “Million 
Dollar Castle,” the film depicts in 
dramatic plot form the difference 
between homes and living condi- 
tions at the turn of the century 
and now. 

Sponsors of the precedent break- 
ing production are: National Asso- 
ciation of Home Builders, Ameri- 
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can Title Association, Insulite Di- 
vision, Minnesota & Ontario Paper 
Co., York Corporation, Yale and 
Towne Manufacturing Co., Panel- 
yte Division, St. Regis Paper Co., 
U. 8. Gypsum Co., Lamp Division, 
General Electric, Reynolds Metals 
Co., Certain-teed Products Corp., 
Congoleum-Nairn, Inc., Westing- 
house Electric Co., Coleman Co. 
and Briggs Manufacturing Co. 
Requests for showing should be 
directed to the attention of Conrad 
P. Harness, Public Relations Di- 
rector, NAHB, 1028 Connecticut 
Avenue, N. W., Washington 6, D.C. 


Plywood Appearing 
In Many New Forms 


The latest in new plywood prod- 
ucts includes one that acts like 
wallpaper, another that looks like 
board paneling and a third that 
has just graduated from outdoor to 
indoor use. 

United States Plywood Corpora- 
tion and the Mengel Company an- 
nounced they are making a ply- 
wood that’s so pliable and limber 
it can be wrapped around a lead 
pencil. Called “Randomwood,” it’s 
actually a thin veneer of plywood 
only 1/85 of an inch thick lam- 
inated to a cotton backing. It looks 
like regular plywood paneling, but 
can be used to cover curved sur- 
faces and beams like wallpaper. 


The plywood that looks like 
board paneling comes from Harbor 
Plywood Corporation, Aberdeen, 
Wash. To the surface of regular 
fir plywood the company adds a 
reddish-brown plastic coating with 
vertical grooves spaced four to 12 
inches apart. The result, it’s 
claimed, not only gives the effect 
of board paneling but also provides 
a coating that holds paint without 
peeling, blistering or cracking. It 
can be used for both exteriors and 
interiors. 

West Coast Plywood Co., also of 
Aberdeen, is using another type of 
coating to make the plywood it has 
been marketing for outdoor siding 
suitable for such indoor jobs as 
wardrobe doors and kitchen cab- 
inets. The 1/16-inch coating is 
made of finely-ground wood mixed 
with 100% waterproof glue and is 
applied to both sides of the panel 
to provide a base for high gloss 
enamel finishes. 


Building Workers 
At All-Time Peak 


Construction employment picked 
up 100,000 during the month and, 
at 2.5 million in April, was equal to 
last year’s all-time peak for the 
month. 


continued on page 12 
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For maximum 
protection, 
ease in hand- 
ling, and low- 
er production 
costs, specify 
Western 
White Spruce 
for ALL your 


industrial crat- 


3UILDING Propucts MERCHANDISER 


Manufacturers have found there's no 
substitute for Nature's own material 
when it comes to convenience and 
economy in shipping manufactured prod- 
ucts and industrial equipment. They 
know that Western White Spruce from 
Western Canada is the best that Nature 
provides. This versatile wood is easily 
cut to length .. . takes automatic nailing 
without splitting . . . endures ail hard 
knocks of weight and rough handling. 
Abundant supplies available for prompt 
delivery to all parts of the United States. 


Mal Coupon for FREE Sooklet 


PREFERRED 
WOOD 


for all types of 
LIGHT & HEAVY 


INDUSTRIAL 
CRATING 


Please send me your 
FREE BOOKLET ON 
WESTERN WHITE SPRUCE 


ADDRESS 


(To obtain more data on advertised produc ts see page 6 4) 





Map Moves to Bar 


Legislation to prevent further 
abuses in the Government’s hous- 
ing mortgage insurance programs 
will take the attention of at least 
three groups. 

Chairman Wolcott announced 
his House Banking Committee will 
discuss what changes are needed 
in the House-passed housing bill 
to prevent recurrences of the re- 
cently exposed irregularities in the 
Federal Housing Administration 
programs. 

The House has already approved 
the big housing revision bill, in- 
cluding most of the Administra- 
tion’s recommendations, but it is 
certain the Senate will include 
some provisions aimed at closing 
the loopholes disclosed in the hous- 
ing scandal. The House committee 
also wants to have ready its own 
recommendations to take to the 
Senate-House conference which 
will work out a single bill. 

FHA Commissioner Norman P. 
Mason, appointed to head the 
agency’s own investigation of the 
scandal when it was announced a 
few weeks ago, said he had just 
appointed the two committees. He 
added he would base his recom- 
mendations to Congress for chang- 
ing the law “to no small extent” 
on what the advisers recom- 
mended. The industry advisory 
group has 12 members, the public 
one, eight. Among the industry 
members are C. J. Backstrand, 
president Armstrong Cork Com- 
pany and Paul Ely, Ely-Hoppe 
Lumber Company, North Platte, 
Nebraska. 

Mr. Mason’s recommendations 
will go to the Senate Banking Com- 
mittee, headed by Senator Cape- 
hart which is to renew its work on 
the housing bill soon. 

Meanwhile Senator Byrd, chair- 
man of the joint committee on re- 
duction of non-essential Federal 
expenditures, said his committee 
has turned over to the Justice De- 
partment certain material it had 
assembled in connection with the 
housing scandals. 


Easier Mortgages 
Seen this Spring 


Here’s the way New York mort- 
gage lenders, who influence lend- 
ing patterns the nation over, size 
up the outlook for the potential 
home-buyer: 

Lower down payments, longer 
terms on all types of mortgages. 

Lower interest rates on “conven- 
tional” loans, those not underwrit- 
ten by the Federal Housing Ad- 
ministration or the Veterans Ad- 
ministration. In some cases, rates 
on top-grade conventional loans, 
which had been carrying a 5% 
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Future FHA Abuses 


rate, have dropped below the Gov- 
ernment-fix24 412% rate on FHA 
and VA loans. 

Less difficulty in obtaining FHA 
or VA loans. With interest rates 
dropping on other investments, the 
414% return looks more attractive 
to lenders. 

The standards for a “good, 
sound risk” have been downgraded 
somewhat. One big savings bank, 
six months ago, held a man’s 
monthly payments shouldn’t ex- 
ceed 25% of his monthly take-home 
pay. Now, says an official, it’s will- 
ing to go up to 35% “in exceptional 
cases.” 

A resident of suburban Plain- 
field, N. J., tried six months ago 
to sell his four-year-old house for 
$25,000. He found several prospec- 
tive purchasers, but none who 
would put up the $10,000 cash re- 
quired to swing the deal on the 
best mortgage then available. Last 
week, he sold his house. The mort- 
gage loan: $20,000. 


Truck Driver Manual 
Available from NRLDA 


A 12-page manual for truck 
drivers in the retail lumber indus- 
try has been prepared for its mem- 
bers by the National Retail Lum- 
ber Dealers Association. 

Intended for the distribution to 
dealers’ drivers to instruct them 
in their duties, the manual tells 
the drivers that “you can help in- 
crease sales both by giving our 
customers efficient, courteous, and 
friendly service, so that they like 
to do business with us, and by 
helping us make extra sales that 
we otherwise might not hear 
about.” 


Armstrong Operations 
Hold at Quarter Level 


Armstrong Cork Co.’s operations 
“are continuing at the level of the 
first quarter, with sales and earn- 
ings through 1954 dependent large- 
ly on the U. S. economy,” C. J. 
Backstrand, president, recently 
told the annual meeting. First 
quarter net rose to $1.72 a common 
share from $1.64 in the first quar- 
ter of 1953, he said. 

“One factor affecting an impor- 
tant area of our operations is the 
number of housing starts and, 
since they are now running at the 
rate of about one million a year, 
they represent a most encouraging 
influence,” Mr. Backstrand said. 


May 


31, 





LETTERS 








Dealer Mortgage Financing? 


To the Editors: I have just com- 
pleted nay # our article en- 
titled “One ution to Home 
Mortgage Financing” in the May 
8, issue of American Lumber- 
man. 


It is so easy to go to any num- 
ber of places in town and with 
no effort at all secure a loan on 
a car or truck, electrical appli- 
ances, television sets, and many 
other items with a life of only 
a few years at most and then 
when it comes to securing a loan 
fora as mgmt home owner, it 
takes weeks and months to se- 
cure such a loan and maybe 
never be able to do so. In view 
of the fact that most homes will 
last for at least 50 years under 
today’s high standard of con- 
struction it is hard to under- 
stand why financing is so hard to 
secure. 


I’m sure that every lumber 
manufacturer, dealer or other- 
wise would be heartily in favor 
of subscribing to stock in such 
a corporation as outlined and in- 
stead of having five million dol- 
lars capital they would and could 
have hve hundred million just 
about as easily if we would get 
behind such a move. 


The best qualified person that 
I know of who can say what a 
home owner should be able to 
borrow on the construction of a 
new home is the person furnish- 
ing the materials as they know 
what s into a house and what 
the labor and other costs are and 
for this reason believe that an 
organization of lumbermen for 
lumbermen and home owners 
would be an answer to more and 
better homes for all classes of 
people. 


R. W. Crockett, Sec.-Treas. 
Edmonds Bros. Supply Co. 
Bristol, Tenn. 


To the Editors: I find the ar- 
ticle “One Solution to Home 
Mortgage Financing?” written 
by Mr. A. E. Long and published 
in the May 3, 1954 American 
Lumberman definitely interest- 
ing and stimulating. 


We have taken many steps to 
improve our financing set-up and 
we would certainly be interested 
in and willing to support the 
type of program suggested in 
Mr. Long’s article. I certainly 
believe that there is no question 
of the success enjoyed by the 
General Motors Acceptance Cor- 
poration and General Electric 
Credit Corporation as well as 
many, many others of the same 
type. 


Clayton R. Brandes 
Rosenthal Lbr. & Fuel Co., Inc. 
Crystal Lake, Il. 
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sell “American” 


@ American Fence is the brand to carry, because it’s the brand 
the farmer wants. And the farmer wants the best in the field. 

American Fence is made to last—in fact, actual field results 
indicate life of 30, 40, even 50 years. Your customers know 
this. They are kept aware of it through consistent advertising 
in leading national and farm magazines—magazines that can 
be found in some six million farm homes. Moreover, another 
big assist is given by radio commercials, direct mail literature, 
and catalogs and folders which are supplied to American 
Fence dealers for distribution to customers and prospects. 

Actually, American Fence almost sells itself. All you have 
to do is display your American sign prominently—keep your 
American Fence out where it can be seen by everyone, and 
remind your customers with American literature and by word 
of mouth that the time is always right to put up American 
Fence. 


\{ |) AMERICAN 
FENCE 





PROFIT- MINDED DEALERS! Handle the complete line of USS American products, 


Here are some fast movers: 





USS American “U"’ and USS American Tie Wire for 
Studded ‘‘T'' Posts Automatic Balers 





USS American Galvanized USS American Hex-Cel 
Barbed Wire Poultry Netting 








Theres more American Fence in use than any other brand / 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS AMERICAN FENCE 
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salute to those who made it possible” 


* 


How To Pay Less for Privacy... 


Now you can save up to $100 per door! Just 
compare the cost of Fenestra® Hollow Metal 
Door-Frame-Hardware Units with the cost of 
some other brands of hollow metal doors. 


Here's why you save so much: 


1. They cost less to buy because they are mass pro 
duced on special jigs that eliminate expensive 
time and labor y ou get production line economy 

not custom job costs 

2. They come to the job complete—pre-fited frame, 

No 

time lost in planning or trying to order separate 

elements that will fit each other 


door and hardware are made for each other 


You save on installation cost with these complete 


¥ need for lower building costs encouraged us to 
@ quality door unit thot would save initial com and 

ion cost — Fei a Hollow Metal Door Frame Hord 

@ grec! odvancement in building products 


Fenestra | 


units. There's no cutting or fitting or mortising 


or tapping—the door is iv and in use in minutes. 


And you continue to save on maintenance be- 
cause Fenestra Hollow Metal Doors can't warp, 
swell, stick or splinter. They always open easily 

. smoothly. And they close quietly, because 


the inside surfaces are covered with sound- 


deadening material 


For strong, solid quality at unusually low cost, 
check 
every 


Doors—there'’s a door for 


the 


on Fenestra 


purpose in Fenestra line: Entrance 
Doors, Flush or Regular Interior Doors with 
glass or metal panels, Doors with the Under- 
writers’ B Label. For pictures and details, write 
the Detroit Steel Products Company, De pt. PA-5 
3409 Griffin St., Detroit 11, Michigan, 


DOOR + FRAME 


HARDWARE UNITS 


Fenestra Opens New Door Sales for You 


Your prospects—such as the owners and builders of stores, gas stations, 
warehouses, all kinds of buildings in your town—have been pre-sold and 
re-sold by Fenestra ads such as this one, which ran in Business Week, 
American Builder and Practical Builder. They can be your door customers—if 
you sell Fenestra* Hollow Metal Doors. Write to Detroit Steel Products 
Company, Dept. AL-5, 2246 East Grand Blvd., Detroit 11, Michigan, for 
complete information on the simplest profit arrangement you've ever seen. ** 


(To obtain more data on advertised products see page 64) 
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Report from 


Washington, May 28 

The resounding committee hear- 
ings continue to whang away as 
usual. But the investigators, to their 
surprise, are getting less headline 
mileage out of the FHA than they 
had expected. 

There can be no objection to un- 
covering actual abuses in the in- 
sured-loan programs. Quite the con- 
trary; for the honest operation of 
these programs is too important all 
around for any bustications—either 
on the job or in reviewing the job 
to get slicked over. So please, all 
hands; investigators, builders, lend- 
ers, owners, everybody ; lets have no 
accidental monkey wrenches thrown 
into the machinery on purpose. 

There’s a difference of opinion 
about the actual sum of the off-color 
stuff. Senators, or a few of them, 
yelled at witnesses who said abuses 
showed up in but a fraction of 1% 
of FHA’s total operations. It could 
depend on how you figure the per- 
centage; on the total of excessive 
profits, or on the total number of 
mortgages insured. 

Emanuel Spiegel, former presi- 
dent of the National Association of 
Home Builders, said he’d heard of 
no windfall profits made in single- 
family house construction. The ex- 
act figures haven’t been developed as 
yet; but it’s at least probable that 
for every big apartment job that got 
away with an unconscionable wind- 
fall there were many hundreds of 
single-family houses, with insured 
mortgages, that were built at nor- 
mal and reasonable costs. 

Section 608 of the Housing Act, 
under which the big jobs of doubtful 
integrity were built, was taken out 
of the game some four years ago. 
It’s Titles One and Two about which 
the industry is anxious. 


Committees Appointed 

Acting Commissioner Norman P. 
Mason, the new FHA administrator 
is working with the two committees 
he’s appointed, an industry advisory 
committee and a civic advisory com- 
mittee, in the effort to check up on 
soft spots in the programs where 
further abuses might show up. Paul 
Ely, Ely-Hoppe Lumber Co., North. 
Platte, Neb., is a member of the 
industry committee. 

Senate investigators are especial- 
ly stumped by the tough job of pro- 
tecting gullible owners against get- 
ting rimmed by the “dynamiters” 
and “suede-shoe” itinerant sales- 
men who specialize in inferior 
goods and services and excessive 
prices. The retail lumber industry 


Bui_pinc Propucts MERCHANDISER 


has been battling with this busi- 
ness for years. 


Sound Housing Bill 

Albert M. Cole, HHFA adminis- 
trator, says he considers the Ad- 
ministration’s housing bill, as al- 
ready passed by the House to be 
basically sound. He doesn’t think the 
investigations have revealed any- 
thing that should affect the useful- 
ness of this legislation. It’s too im- 
portant and too much needed to be 
sidetracked. The Senate Banking 
Committee, as reported previously 
on this page, is taking its time in 
working over the bill. 

Commissioner Mason thinks one 
important change is in direction and 
attitude; that before this time the 
FHA has taken too little direct in- 
terest in the welfare of the home 
buyer. It has been solicitous about 
the welfare of the money lender; 
which is all right. But after all the 
home buyer is the fellow who 
makes the market. 

Incidentally, three Congressional 
committees, plus the Bureau of In- 
ternal Revenue, plus the Depart- 
ment of Justice, plus the HHFA, are 
investigating the FHA. No invid- 
ious comparisons are intended; but 
this page happens to remember a 
wisecrack gotten off by Nat Blake, 
the noted old-time vaudeville artist. 
“I was on a streetcar,” Nat re- 
marked, “with six policemen and a 
blind man. And somebody got my 
watch!” 


Housing Strong 

Investigations indicate that 
house building has been increasing 
at about the usual seasonal rate; 
also that the big banks throughout 
the country, the ones that set the 
policies the smaller institutions 
nearly always follow, are handling 
mortgage loans as always. No basic 
changes in lending policies. They’re 
continuing to seek FHA and VA 


WASHINGTON — 


insurance. The FHA says it received 
about 55,000 applications for con- 
struction loans in April; a thousand 
more, or thereabouts, than in March. 

Fannie Mae reports that in March 
the agency sold $98,000,000 in mort- 
gages, practically all of which were 
handled on the one-for-one plan of 
buying and selling FHA-insured 
and VA-guaranteed plasters. Fan- 
nie’s portfelio now holds $2,366,- 
000,000 in mortgages. She'd better 
stay off that streetcar. 

The preliminary estimate of hous- 
ing starts for April is 110,000. This 
includes 900 public-housing units. 
The revised report for December 
reduced the preliminary figure for 
that month by 2,200; so the final 
figures for housing starts in 1953 
are now set at 1,103,800. 


Keeping Title | 

Industry men in Washington have 
little fear that Title One will be 
scrapped; although some Congress- 
men are so irritated by the exploita- 
tive itinerants they’re almost ready 
to burn the barn to be rid of the 
rodents. Dealer advertising on this 
subject seems to have had some ef- 
fect in the business of enlightening 
the customers. Title One has been 
too useful to the public to be in 
much danger of discontinuance, 


Money Easier 

Financial journals agree pretty 
generally that mortgage money is 
easier, interest rates a little lower, 
down payments required on houses 
not quite so large, and repayment 
periods on practically all types of 
mortgages a little longer. Sure 
enough, there are places where this 
news hasn’t got around; but it 
seems to be more or less a national 
average. The fiscal experts are 
guessing cautiously that these re- 
laxed conditions will continue at 
least until the frost is on the pump 
kin, or the banker gets a shock. 





answered only by 


berman, 139 N. 





New Dealer Washington Service 


Dealers who have questions that can be 
checking Washington 
sources are urged to use the services of 
Robert Y. Kerr, our representative in the 
capital. Send questions to American Lum- 
Clark St., Chicago 2, Ill. 


R. Y. Kerr 











Bob Davis says: 


You'll sell more of everything 
when you te headquarters for 


Bob Davis, Director 


Block & Decker Dealer Service Dept. 


As a building supply dealer, you can easily be head- 
quarters for the Do-It-Yourselfers in your area. 
They have to come to you for their lumber—and 
you can sell ’em tools, accessories and other build- 
ing materials at the same time, IF you try! For 
example, devote a corner of your floor space to a 
Do-It-Yourself Center. Offer free demonstrations of 
tools—offer free advice and have a qualified em- 
ployee supervise this department. 


And push Black & Decker Utility tools—the tools 
that mean Do-It-Yourself to thousands of home- 


Do- 


It-Yourself ! 


owners and hobbyists everywhere! They’re hot 
prospects for every tool in the line. Get your 
share of this big business—complete your stocks by 
ordering from your B&D Utility wholesaler today! 
Tue Brack & Decker Mrc. Co., Dept. H640 
Towson 4, Maryland. 


Push the new Black & Decker Saws 
Built from the Job Up! 





And don’t forget the rest of the 


complete B&D line for Do-It-Yourselfers! 


by 


a 





These are the wonderful new Black & 





B&D UTILITY Ve-INCH DRILL 
retail price $22.95 
The most popular, largest-sell- 


ing homeowner's electric drill. 
Available individually, and in 


kits for the amateur and expert, 


priced from $32.95 up 


B&D UTILITY 
NG SAW 
retcil price $49.50 


Sell this portable jig saw and 
pave the way for sales of acces- 
sories like the Table, Circle 
Cutter, Joint Attachment and 
extra blades 


No. 44 SANDER 
retail price $46.95 


Show your customer the fine, 
satin-smooth finish produced by 
this tool, and your sale’s half 
made! Eliminates hand sanding! 
Larger model, No. 88, $64.5 


B&D UTILITY 
ALL-PURPOSE DRILL 
retail price $32.95 


Almost a kit in itself! Complete 
with rubber peeing pad. sand- 
ing discs, polishing bonnet, can 
of electric wax and chuck — 
makes it easy to sell! 


Decker Heavy-Duty Saws, built with 
all the features professionals have 
asked for! There’s a model for every 
purpose—beginning with the 6-inch 
saw for homeowners and general car- 
pentry work. Also 7”, 8” and 9” 
heavy-duty models for professional 
use, delivering full power and capacity 
on the toughest jobs! Sell ’em with con- 
fidence—they’re backed by the world’s 
largest maker of portable electric tools! 


Four models, priced from 
$64-50 to $114.50 








See Your Black & Decker Wholesaler Today! 
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EDITORIAL: Here's How We Can Help Save FHA 





Every lumber dealer should ask himself these key questions: 
Where would my business be today without FHA? 
What will be the future of my business without FHA? 


The widespread publicity about “mortgaging-out” under Section 608, 
and “dynamiting” under Title I have given the public and many members 
of Congress a totally false picture of the wonderful service FHA has per- 
formed for the industry and for the American consumer, 


As a matter of fact, in comparison with the total volume of business 
insured by FHA, the “shady” deals have been a fraction of 1%. The finan- 
cial honesty record of FHA administrators has been in the average better 
than that of the American citizenry as a whole. 


Dishonesty should never be condoned, but neither should it be drawn 
out of perspective in considering anything as vital to the economy as the 
FHA insurance program. 


Congress should not delay further in taking the following steps: 


Get the mess out into the open where the country can look at it. 
Appraise it in the proper light. 
Clean it up and punish the guilty. 


Prepare new legislation that will retain all of the constructive bene- 
fits in FHA. 


Write into the legislation measures that will curb faulty practices 
and at the same time not destroy the effectiveness of the structure 
itself. 


Your Congressmen and Senators have many problems before them. 
But they will appreciate letters from you acquainting them with what FHA 
has meant to your community and how badly it is needed in retaining a 
healthy and prosperous economy in your area. 


You can point out that neither you nor your customers have partici- 
pated in any way in taking unfair advantage of FHA, and your letter will 
help in restoring the confidence of Congress in the rank and file of the 
industry. 


In addition to writing your Congressmen and Senators you might enlist 
your Chamber of Commerce, luncheon clubs and other civic bodies to pass 
resolutions expressing their confidence in FHA — its local administration 
and the local building industry. 


If enough industry factors will do these simple things we can have a 
constructive housing bill passed promptly and any slow down in construc- 
tion because of uncertainty, fear or lack of confidence will be prevented. 


Send copies of your letters to Administrator Norman Mason, Federal 
Housing Administration, Washington, D. C. They will not only help him 
but he will especially appreciate the encouragement from his fellow dealers. 


Your letters may mean the difference between gain and loss in this 
crucial matter. 
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Sparkling New Building Materials Display Store ... 








Make Effective Sales Team 


New demonstration house and new store, within a 
stone’s throw of each other, enables Wisconsin dealer to 
“display-and-sell’”’ with highpower showmanship. 


American Lumberman’s Master 
Merchant Bob Ebenreiter (see Am- 
erican Lumberman article “20% 
More Volume at No Added Cost,” 
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Nov. 17, 1952) has a lively com- 
pany slogan, “On the Job Again.” 
And the slogan means what it says. 

Within two months, Bob opened 


May 


31, 


his new showroom and his 1954 
demonstration house in Sheboy- 
gan, Wis. Store and home are 
within 50 yards of each other and 
both are intended as sales tools to 
boost Ebenreiter volume to a new 
high. Both were opened with a fan- 
fare of radio and newspaper pub- 
licity which excited and kept the 
curiosity of the public. 
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The entire range of building 
products handled by Ebenreiter 
are displayed attractively and com- 
pactly. Doors and wall coverings, 
for example, are shown on swing- 
ing-panels; molding, lumber, floor- 
ing, tile and other materials are 
shown by samples rather than bulk 
displays. The new building mea- 
sures 72 x 52. 

Exhibits in the big glass window 


MOLDINGS AND LUMBER in this in- 
and-out display fixture shows samples 
of a wide variety of dimension an¢é 
boards, each labeled and price marked 
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GROUND LEVEL ENTRANCE LOBBY to the store is as smart as New York’s 
Radio City foyer. Floor-to-ceiling plate glass mirror on one wall makes store 
seem much larger than it is. Aerial view of the Ebenreiter layout with overlay 
picture of the original yard covers another wall with shadow boxes of Ebenreiter 
family portraits to illustrate the slogan, “Four Generations of Service to the 


Community.” Stairs lead to the main store 


Accent on Displays 


in New Store 


are changed regularly. The pri- 
mary window position is devoted 
to the product or project of the 
week; the secondary position is 
given the product featured the pre- 
vious week. In both cases, life-size 
dummy figures are used with ap- 
propriate slogans to attract inter- 
est to the window and the projects 
featured. 


Tables in the home planning 


CONSUMER COUNTER with lam 
inated top is softly lighted from above 
by fluorescent tubes through egg-crate 
design. The wall back of counter is en- 
tirely perforated hardboard—making it 
simple to change featured specials. 


room are made from shop lumber 
and wrought iron legs sold in the 
store. Perforated hardboard is 
used in many locations in the store 
and home, especially for closet 
walls. Spotlights are used to high- 
light specific store displays. FM 
music helps create a home atmos- 
phere in the store. The store is 
open one evening a week, but only 
a half-day on Saturday. 
(continued on next page) 





THE 27-CAR PARKING AREA in rear 
of demonstration house is divided by 
signs. This section is for customers, 
the opposite area is for contractor 
parking. 
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CROWD ESTIMATED AT 4,000, despite continual rainy weather, visited the demonstration house from 1 
opening day. Note awning-type windows are used in the living room. 
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Kitchen 
11'6''x12!' 
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Recreation Room 
21'x30' 


BASEMENT 





Demonstration Home Visited by 6,000 


PRESIDENT BOB EBENREITER EXPLAINS how easy it 
is for the customer to paint the wall paneling. He tells the 
waiting crowd about other features of the house. People in 
the background are inspecting bath and bedrooms. 
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Despite a nasty all-day rain, people were knocking 
on the door of the demonstration house an hour be- 
fore its official opening on May 2 and a steady stream 
of people examined every room until the doors closed 
at 10 p.m. Before the week was over more than 
6,000 people went through the new home. 

An Ebenreiter employe was stationed in each room 
to explain the materials used and the liveability fea- 
tures. The finished basement recreation room (21x 
30) will be offered as a meeting place for organized 
women’s groups, who can witness the garbage dis- 
posal and dishwashing machines in use. The adjoin- 
ing kitchen is completely equipped and operative. 

The two-bedroom demonstration house is intended 
as an “idea” hovse rather than a model home. The 
newest type floor coverings, windows, doors, paneling, 
appliances, lighting fixtures and storage facilities 
are employed throughout. 

Erection was speeded through the use of roof 
trusses and tip-up walls. Estimated completion time 
is only five weeks. The two-bedroom model with un- 
finished basement, without appliances and luxury 
features can be built in the Sheboygan area for ap- 
proximately $11,500. 
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LUDMAN SCORES AGAIN! 


Here’s a fabulous new money-maker with 

thousands and thousands of prospects in 

your territory ...9 out of 10 homes need it 
. want it... can afford it! 


A NEW PRODUCT BY 


arteries LU DMAN FIBERGLASS 
pond oe SHOWER DOOR 


TUB ENCLOSURE 


NEVER BEFORE A PRODUCT LIKE THIS... 
ENGINEERED LIKE THIS...PRICED LIKE THIS! 


$O EASY! Anyone can install in a matter of min- 
utes. Featherlight fiberglass doors give draft-free, 
splash-proof privacy...glide effortlessly on water- 
proof nylon rollers...seat silently in shockproof 
foam rubber strips...end puddled floors for good! 


SO STRONG! Ludman’'s extruded lifetime alumi- 
num frames and strong-as-stee! fiberglass panels 
don't weaken with age...won't sag, warp, mildew 
or discolor. 


$O SAFE! Unbreakable fiberglass ,* won 't 
chip, crack, shatter...n0 rough, unfinished *’ 
edges...ideal for children. 


SO WONDERFUL! Full range of lovely colors... 
no drafts...no leaks...no clammy chill of shower 
curtains. Just luxurious beauty that makes the 
whole home shine! 


@ No other Tub-Enclosure on the market $ 95 
encompasses all the LUDMAN quality fea- vv 
tures—yet many others sell for over $20 more. 


GET THE FULL STORY! => \ (\\GGS \ mmm mom we ma mm 


Gentlemen: Please send Tub Enclosure Brochure with dealer price 
schedules and discounts 


MAIL THE Dealer Name 


mrkhe P COUPON 1 Address 
most profitable dealership item in years. TODAY! a 


It’s a natural! Easy to order, easy to stock, 
easy to handle, easy to sell! Send for this 
brochure, today... full details on the 


City State 
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Courtesy Owens-Illinois Glass Co. 


Commercial WEATHERTIGHT JOINTS and insulating qualities of hol- 
low glass block make it an ideal material for small window 
openings. 





How to sell more GLASS BLOCK 


Number 5 in a series 


Minnesota dealer 
sells 562 block in 90 days by 
showing customers how and 
where to use it. 


Dealers Sell Glass Blocks for Many Uses 


Courtesy Owens-Illinois Glass Co. 


GLASS BLOCK IS SPECIFIED by Gene Hertaus, yard man- 
ager, Henry Simon Lumber Co., Jordan, Minn., in his home 
plans. Here, Hertaus shows a customer why he feels glass 
block is the ideal material for small window openings. 





Always alert to the needs of his 
customers, Gene Hertaus, yard man- 
ager of the Henry Simon Lumber 
Co., Jordan, Minn., specifies glass 
block for small window areas, espe- 
cially in kitchens, bathrooms and 
basements, in the homes he designs. 

Hertaus, who helps customers 
pian and design small homes, usual- 
ly blueprints at least a dozen glass 
block in almost every job. Though 
his sales have been small, he man- 
aged to sell 562 block in a three- 
month period in a community of 
1,500. 

“In a small town, people usually 
go to the lumber dealer for advice 
on building problems,” Hertaus 
says. “Dealers are in a position to 
suggest what they feel is the best 
material for the job. For home con- 
struction I’ve suggested glass block 
to help solve a lot of small-opening 
problems.” 

Special Uses for Block 

Knowing where and how to use 
glass block, Hertaus can confidently 
advise his customers, many of whom 
don’t realize the potentialities of 
the product. For home remodeling, 
glass block is being used to replace 
old-fashioned windows and sash, 
which have rotted or rusted away. 
Glass block is a natural for bath- 
room remodeling jobs because 
steamy, moisture-laden air can’t 
harm it. 

Glass block has found many uses 
on the farm. It is now being used 
in barns, milk houses, sheds, ga- 
rages and other structures where 
maximum light and minimum main- 
tenance are required. 

Transparent as well as trans- 
lucent glass block is now available 
to the dealer. While translucent 
block invites privacy and daylight 
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at the same time, the fully transpar- 
ent block provides a wall you can 
see through. 

Glass block manufacturers say 
these glass walls will not sweat in 
winter and emphasize that panels 
of glass block never have to be 
painted or puttied and at the same 
time have the insulating efficiency 
of an eight-inch brick wall. 

Charles R. Courtney of the Jo- 
seph Lumber Co., Chicago, who has 
been selling glass block since 1937, 
agrees with Hertaus and adds there 
is still a large untapped market for 
glass block sales for remodeling. 


Affords Privacy and Light 


“There’s a trend toward outdoor 
living,” Courtney said, “which has 
created a demand for better-lighted 
interiors. Here glass block fills the 
bill by giving privacy and plenty of 
light on narrow city lots. If venti- 
lation is desired, either a small win- 
dow or a special louvered block is 
available. 

“With more people installing air 
conditioning there should be an in- 
crease in glass block sales for win- 
dow openings. Replacing ordinary 
windows with~hollow glass block 
makes it possible to use a 25% 
smaller unit to cool the same area.” 

Though some of the more skilled 
do-it-yourself homeowners can in- 
stall glass block themselves, Court- 
ney usually suggests to his custom- 
ers that a mason do the job. 

Promotion-minded lumber dealers 
are in an excellent position to exert 
a buying influence on prospects in- 
terested in glass block. National 
ads have stimulated an interest in 
it for both interiors and exteriors, 
but many dealers are failing to 
capitalize on it. 

Through their ads, manufactur- 
ers create the interest, but the local 
dealer must capitalize on the pros- 
pect’s inquiries before he postpones 
action or loses interest. The deal- 
ers’ promotion should at least equal 
the manufacturers’ efforts. When a 
local lumber dealer such as Gene 
Hertaus follows up even the small- 
est prospect, he’s found that the 
small-quantity sales add up to a 
considerable volume. 

The Borlund Lumber Co., Oil 
City, Okla., promotes glass block 
through its 40-foot-long customer 
counter built of various patterns 
and types of glass block. Colored 
backlighting enhances and creates 
interest in the combination counter 
and display. 

Yards have little trouble handling 
the block. Manufacturers pack the 
6”, 8” and 12” square shapes in 
boxes which make them easy ‘o 
handle, store and inventory. 


Home BATHROOM WALL of 
glass block allows plenty 
of light to enter and in- 
sures privacy. Moisture 
won't affect the block or 
the joints. 


Courtesy Pittsburgh Corning Corp. 


Buitpinc Propucts MercnanpisER 


Showroom 
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GLASS BLOCK CUSTOMER COUNTER is colorfully back- 
lighted with flourescent tubes to display various types of 
glass block at the Borland Lumber Co., Oil City, Penna. 


GLASS BLOCK ENABLES LIGHT to reach the stairway, 
yet affords necessary pretection in this attic remodeling job. 
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EXTERIOR of Nuttle’s bargain barn 


at Denton, Md. The 
80% off original prices 


barn was opened to sell slow moving merchandise at from 25 to 
I uv at from 25 
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o BARGAIN BARN ° 








DIRECT MAIL was prepared to announce the new barn to 


prospects in the area. 


Many of the items were illustrated 


with mats from American Lumberman’s ADservice catalog. 


INTERIOR of the barn is simple 
to create a “bargain” 
for example, were used for nails, other hardware 


to keep costs down and 
feeling for customers. Pine tables, 
items. 


Bargain Barn Attracts Price-Minded Customers 


“Our bargain barn is to the 
building industry what the econ- 
omy section is to the department 
store. Here you will find quality 
merchandise at a real saving.” 

With these words the Nuttle 
Lumber and Coal Co., Denton, Md., 
last month introduced their new 
bargain barn in an advertising 
flyer to the residents of Caroline 
county. The barn is already sell- 
ing in volume the inventory accum- 
ulated by Nuttle’s five yards as a 
normal part of their daily opera- 
tions. In the first two weeks of op- 
eration sales were about $1,400. 

Merchandise in the barn in- 
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cludes overstocked items, discon- 
tinued patterns and designs, odd- 
lots, shopworn merchandise and 
special purchases. Lumber and 
millwork items make up a large 
percentage of the stock offered for 
sale. Reductions vary from 25 to 
80% from original prices. 

The exterior of the barn is 
painted a bright orange enamel 
and bold signs identify the struc- 
ture and carry the slogan “save 
money with cash and carry.” The 
barn itself is 40 x 40. The interior 
is rough and reminds the customer 
of an old-fashioned country store. 
The entire feeling is in keeping 
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with the bargain theme featured in 
direct mail advertising and other 
promotion. 

Commenting on the barn, Elias 
W. Nuttle, president said: “We are 
pleased with the results so far. One 
thing we find is that we must con- 
tinually advertise it. When we run 
an ad people come in, when we fail 
to advertise many less people ap- 
pear. We are now preparing a new 
direct mail folder that will go to 
40,000 box holders. We think that 
direct mail is our most economical 
form of advertising on the bargain 
barn.” 
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a new shingle that can bring new 


sales, new profits to you. Write for complete information today! 
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NU-GRAIN Shingles are as permanent as stone itself. 
They will not burn, rot or corrode and never need paint for protection. 


The distinctive NU-GRAIN shades 


SIDING 


” 


asbestos-cement siding ever offered by K&M! 
There are six “Century” Shingles now Silicone-treated. In style 
# 58: (straight butt line) NU-GRAIN green, brown, whitetone and 
gray (illustrated); also Shell White with cypress graining. 

style #57: Shell White with cypress graining and wavy butt line. 


the most weather-resistant, dirt-resistant 
light, industrial fumes, ice and snow and below freezing temperatures. 


Silicones are an invisible agent which cannot dissolve in water. They 


penetrate deeply and leave no surface film to peel off or wear away. 
around other trim does not readily gain a foothold to mar the natural 


beauty of the shingles. 
tone—and the realistic wood-grain pattern are designed for a lifetime. 


Here, at last, is a truly weather-resistant, truly top-quality shingle 


Water-borne dirt, which can cause streaks under window sills and 
for you to offer your customers— 


The water resistance of the Siliconed surface of ““Century’” NU-GRAIN 
and roll right off. Tests have shown its astounding resistance to sun- 


Shingles seems unbelievable. It causes water to “ball up 
KEASBEY & MATTISON 


COMPANY + AMBLER* PENNSYLVANIA 
America's first maker of asbestos-cement shingles 
} 
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DISPLAY ROOM is designed to draw customers toward the attractive merchandise islands and to encourage impulse buying. 


New Store Layout Brings New 


Nebraska dealer’s paint and hardware sales up 30% 


following installation of new fixtures coordinated with store 
design. 


years ago with little thought to 
today’s needs. 
Wide Display Windows 
The Mead store is finished on the 
outside with corrugated asbestos 


Plagued with an inefficient store 
layout, Donald H. Schank, man- 
ager of Mead Lumber Company, 
Ashland, Nebr., jotted down his 
ideas as a starting point for a new 
display room. Armed with this 
list, he spent a summer’s vacation 
visiting other new lumberyards 
throughout the midwest. 


The eye-appealing new store, 


both inside and out, is testimony 
to the fact that by analyzing his 
old layout and investigating mod- 
ern trends, Schank has developed 
a salesroom that will work effi- 
ciently for him. 

Designed from his notes and 
sketches, the new building is 40x70 
and replaces the old corner office 
building that was built over 80 


in pale green with contrasting °, 
by 10” redwood stained, cedar lap 
siding. Thirty feet of display win- 
dows are on either side of the mod- 
ernistic glass-and-metal door. The 
outside signs on the west and 
south sides of the building are 
formed of 16” wood cutout letters 
in a bright red. 

Interior of the beautiful store 
is both attractive and practical. A 


(continued on page 28) 
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OLD STORE was small and inadequate for serving 
the customer who wants more than just lumber in 
today’s market. 


NEW STORE has 30 feet of window space, immediately attracts 
attention to many diversified displays. 
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VIRGIL PARTCH 


"EVERYTHING HINGES ON HACER /" 


FREE § |f you enjoyed laughing af Virgil Portch’s mirth-making cartoon this 
month, send for Hager’s new book containing 28 full-size popular ‘Everything 
Hinges on Hager"’ cartoons! It's FREE! Just address 
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C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street * St. Lovis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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DONALD H. SCHANK designed and 
supervised the development of the new 
store using new innovations as much 
as possible. 


- 
SERVICE COUNTER is bright and homey due to fluorescent lighting and liberal 
use of wood paneling 


NEW STORE 


(begins on page 26) 


concrete slab floor is covered with 
gray asphalt tile which reflects the 
brilliant lighting provided by sev- 
eral rows of overhead fluorescent 
fixtures of the latest type. Three 
spotlights help illuminate the dis- 
play windows. 

There is a private office 9’x12’, 
and the general office is 12’x18’ in 
size. Completely modern men’s and 
ladies’ rest rooms are available. 
A combination furnace and store- 
room is 12’x20’. Mr. Schank says 
that this leaves more than 2,200 
square feet of display area in the 
store proper. 

Display plans were designed at 
the same time as the general archi- 
tectural plans. Windows of differ- 
ent kinds were installed as part of 
the building to illustrate the vari- 
ous styles available. The same 
idea was carried out in the various 

LARGE FA s handled by Mrs. Mern: natural wood finishes to show the 
set sal hada acon: handled by Mrs. Merna Johnson, who specializes in methods of treating wall paneling. 


Swinging-Panel Displays 


A swinging-panel display shows 
samples of doors, roofing and other 
products. The kitchen cabinet dis- 
plays can also be viewed in the 
same manner. 

Merchandise is arranged by de- 
partments, many on movable 
islands with built-in tiers. 

The new store is the culmination 
of years of growth and develop- 
ment by the Mead firm. Now, as 
the store is becoming established, 
definite results are being felt. The 
housewife trade has increased tre- 
mendously, also the weekend car- 
penter and impulse-merchandise 
customers—all adding profits for 
the concern. 

Store operation is more efficient 
in the new plant, Schank states. 

“An example of this,” he reports, 
“is the 30% increase in hardware 
and paint sales, with a surprising 

WALL AND ISLAND DISPLAYS make it easy for the customer to find what he 25% reduction in that depart- 


Oo 
needs ment’s inventory.” 
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Modern Way to Deliver 


THIS WHITE 3020 is the modern lumber and 
building supply delivery truck operated by 
Dykes Lumber Company, New York. This 
White has 16314 inch wheelbase and has 
special lumber flat roll-off body to speed 
deliveries. Dykes features quick service de- 
liveries and the White 3000 fleet figures 
prominently in Dyke’s service to customers. 


Pegi 


Sets New 
Delivery 


THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 


FOR MORE THAN 50 YEARS THE 


Buitpinc Propucts MERCHANDISER 


YEARS AHEAD in truck design—that's 
the White 3000 because of its time 
and cost savings in every phase of 
delivery service. 


Its maneuverability and short overall 
length save time in congested areas... 
save traffic time. Its low-level cab saves 
steps at every stop...and it’s engi- 
neered for safety and wonderful visibil- 
ity in all directions. 


Its patented power-lift cab provides 
complete front-end accessibility and 
saves maintenance time. 


Find out from your White Represen- 
tative without delay how the new White 
3000 is ideal for your delivery service 
... how it saves time and money all day 
long... . for years! 


...» With the patented 
safety power-lift cab 


SUPER POWER 


eieleTe) 


GREATEST NAME IN TRUCKS 


(To obtain more data on advertised products see page 64) 
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“Better th 





Why you sell more paint with 
the “Dutch Boy” Color Gallery: 


Simple system — easy for your customers to under- 
stand and use. 


The colors you need to meet today’s demands, either 
traditional or modern ... glamorous pastels, in- 
between shades, deep tones. But not so many colors 
that customers are confused, sales slowed down. 


Shopper stopper display case — exquisitely beau- 
tiful “showpiece” that draws people to it and makes 
them buy. 


Brings in new customers — once they get the word 
from your old customers, lots of new ones will be in 
to see this marvelous Color Gallery. And to buy paint! 


"Take-home” chips that make it easy for customers 
to match up colors with home furnishings — that also 
tell them which colors go together. 


Pocket edition — a special “tool” for selling big- 
volume prospects, such as real estate developments, 
factories, hotels, schools, etc. 

Big name brand that’s nationally advertised . . . that 
people know and have confidence in. 


Outstanding paint value— every Color Gallery 
paint has the top quality all “Dutch Boy” products are 
famous for. The interior finishes are modern alkyd 
resin enamels . .. with all this means in easy applica- 
tion, uniformity of finish, long service. 


Priced right — customers pay no premium for Color 


Gallery paints. They’re popularly priced, to appeal to 
the widest market. 


Why you make extra profit 
on every gallon sold: 


No Complicated Mixing — you save time. The Color 
Gallery is a simple “one-shot” system. You use only 
one blender for each gallon or quart of paint. 

Small Investment — you don’t tie up a lot of money 
in inventory. All you stock is a few bases, plus the 
necessary color bienders. 

Little Shelf Space Required — your entire stock of 


color blenders fits into an area the size of an average 
door. 


Exceptional Turnover — as you carry only a few base 
paints, you get much faster turnover with the Color 
Gallery than with regular paints. 
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Mr. Joseph G. Gray, 


Meadville Paint & Wallpaper Co., 


says his “200 to 300% increase 
in Dutch Boy sales... 
is only the beginning!” 


If, as Mr. Gray, Meadville Paint & Wallpaper Co., 
writes, 31/2 or 4 times turnover is average, he and 
his new “Dutch Boy” Color Gallery — with “better 
than 10 times turnover”—are certainly going places. 


So’s Mr. McLaughlin of the W. H. McLaughlin 
Company, Providence, R.I. Starting in business, 
he bought about a hundred gallons of Color Gallery 
finishes. And in “eight months...sold more than one 
thousand gallons...a most remarkable turnover.” 


Equally enterprising, and equally successful 
with the Color Gallery, Mr. Rinker, Rinker Paint 
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..-With the new 
Dutch Boy~ 
Color Gallery! 


Company, Augusta, Georgia, calls it “a MUST in 
our store.” It accounts for a higher percentage of 
sales ratio to money invested than the two other 
full line products carried in his store. 


Could your net profits stand a boost? 


Then take a tip from these “Dutch Boy” boosters, 
and put the Color Gallery to work for you. 


Just ask your “Dutch Boy” salesman — or write 
our nearest branch office —for a demonstration. 


No matter whether you now have a color system 
or not. 
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A Big Help With 
Your Big Buyers 


... painters, decorators, 

project managers. 

The Pocket Edition of the new “Dutch Boy” 

Color Gallery is the swellest “gimmick” you 

ever saw to help your big buyers do their color 

pianning. Get a dozen or so, and watch ’em 
boost your gallonage, fast! 


NATIONAL LEAD COMPANY: New York 6; Atlanta; 
Buffalo 3; Chicago 80; Cincinnati 3; Cleveland 13; Dallas 2; 
Philadelphia 25;Pittsburgh 12; St. Louis 1; San Francisco 10; 
Boston 6 (National Lead Co. of Mass.). *Reg. U.S, Pat. Of. 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
manufactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. *McCracken & McCall, Inc Lexington, Ky. 


Appalachian a, Flooring, Planing Mil) Products, Aepulerite Hardw 
ws 


BEVEL SIDING 
Dimension. 


oods POPLAR 
and Saw and Planing Mill at Flat Lick, Ky. 


*Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 
Mills at Combs, Ky. and West Irvine, Ky. 
Complete Line of Appalachian Hardwoods. Maple 
*Bemis Hardwood Lbr. Co... . Robbinsville, N. C. and Oak Fleering 
Hemlock, Hardwoods, Flooring, Dimension 


*j. P. Hamer Lbr. Co Kenova, W. Va. 


Manufacturers 
Appalachian Hardwood Lumber 


The M. B. Farrin Lbr. Co Cincinnati, Ohio 


Kiln Drigd and Air Dried A -_ = Hardwoods 
Century” Oak and Maple Flooring 


*The Mower Lbr. Co Charleston, W. Va. 
West Virginia Hardwoods, Flooring and Glued- 


n ° up Dimension. 
Dry Kiln and Planing Mill facilities. Mills §%. Mallen, Dailey, 
Durbin, Coleord and Pettus, W. Va. 


*M. E. Crisp Lbr. Co Welch, W. Va. 


*Wood-Mosaic Co., Inc Louisville, K 
t he d Kentucky A lachian Hardwoods, Oak, ‘ed , RY. 
pan Rock, Tek. Ash, Hie Chestnut and other “Parkay” Ready-Finished Hardwood Ficoring, Lumber, 
hardwoods. All facilities. Veneers, Dimension 


Alwoys Specify 
Appalachion Hardwoods 


% Member Appalachian Hardwood Manufacturers, Inc. 
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Shadow Box Display Increases Impulse Sales 


The effectiveness of a strategi- 
cally located shadow box in pro- 
ducing impulse sales and selling 
several hundred dollars’ worth of 
specialty itéms was demonstrated 
recently at the Nieman-Reed Lum- 
ber and Supply Co., Van Nuys, 
Calif. 

Customers who called originally 
to buy building supplies were 
attracted by the wrought iron legs 
and dividers packaged for the 


Tepee Lumber Stacking 


A “tepee” system of stacking 
lumber is proving efficient for the 
Savannah (Ga.) Planing Mill be- 
cause the work can be handled by 
one man and it is an ideal way to 
dry green lumber. End posts for 
the racks are usually 6"x6” beams 
and cross-bar supports are generally 
4”x4” beams. Air circulates freely 
around all four sides of lumber 
stored in this manner. 
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build-it-yourself market displayed 
in a four-foot square shadow box 
at the office entrance. Through a 
special purchase the yard was able 
to offer these products at attrac- 
tive prices. Within one week the 
yard sold 54 Phillippine mahogany 
table tops and 216 pairs of 
wrought iron legs. In addition to 
the shadow box, an attractive dis- 
play of the merchandise was set 
up on the showroom floor. 


Sign Promotes Financing 


Strategically located behind the 
biliing counter of the Johnson- 
Campbell Lumber Co., Ft. Worth, 
Texas, this sign constantly re- 
minds customers that they may 
purchase building materials on 
time. The sign is located in the 
center of one of the firm’s select- 
it-yourself display boards. A fluo- 
rescent light illuminates the sign. 





SORRY YOU WERE NOT HERE 
WHEN WE CALLED AT es oy 
TODAY 

WITH YOUR 


Please call us at 
Bridgeport 5-5153 
so we can arrange another de- 
livery time when you can be 


here to receive your material. 
a 


JEL 
BURRITT’ 


UILDING MATERIAL 


166-440 EMOWLION STREET —ORIDGEPORT — AT THE GRAND STREET GRIDOE 
STRATFORD DIVISION 1341 WEST BROAD STREET — STRATFORD 











Helps Cut Delivery Costs 

Prompt deliveries are an impor- 
tant factor in keeping customers 
satisfied. To keep delivery costs 
down, schedules should be care- 
fully checked to eliminate special 
and unprofitable trips. 

The importance of this entire 
subject is emphasized in the latest 
section of the NRLDA Operating 
Guide, “Delivering Building Mate- 
rials.” Extra copies at 15¢ each 
may be secured by writing to the 
National Retail Lumber Dealers 
Association, 802 Ring Building, 
18th and M Streets, N.W., Wash- 
ington, D. C. 








Eye-Catching Street Sign 


Several new messages each week 
on the Savannah (Ga.) Planing 
Mill Company’s electric street sign 
insures readership from passersby. 
The sign is effective in attracting 
attention to the firm’s showroom 
and yard which are set back from 
the street. The sign is used for 
selling messages, announcements 
about Red Cross drives and other 
public events and for an occasional 
humorous message. 
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YOUR AD OF THE WEEK 





ADservice 


No. 10 of a Series 


To Sell More Remodeling Projects 


Dealers planning a special campaign to increase 
remodeling sales must slant their promotional effort 
accordingly. Methods used to develop and hold con- 
tractor business will not do the job with homeowners. 

Too, your campaign must be constant and continu- 
ing. The customer who buys a remodeling package 
today may be out of the market for major purchases 
for a long time. You want to keep that buyer coming 
back for his miscellaneous needs, but you must find 
a new prospect for the large sale. And after him, 
another. 

It’s a disconcerting fact that applicators and con- 
tracting firms daily sell modernization jobs under 
the very noses of established dealers who might have 
had the sale. Some of the applicator’s techniques 
might well be studied by dealers. For example: 


1. Locating leads: Core of the applicator’s sales 
program is a systematic plan for locating and follow- 
up of leads. Few dealers are prepared to do house- 
to-house canvassing, but extra leads may be secured 
through coupons or “eome in for your copy” offers of 
literature in your ads ... from local building depart- 
ment information ... through alert (and rewarded) 
observation by your entire personnel ... from a phone 
campaign. 


2. Advertising: Applicators sell the installed job 
and its benefits. Your advertising should identify 
you with the completed project — materials, design, 
assistance, financing, construction. 


THIS FREE BOOK TELLS 
HOW TO IMPROVE YOUR ADS 
Includes dozens of ad layouts, 
copy suggestions, and reproduc- 
tions of 254 mat illustrations 
available to dealers at very low 
cost. Send coupon below for your 


(please print er type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicage 2, Iilineis 


COMPANY 





Rush my free copy of the 48-page ADservice book. 





Your newspaper can set up your ad to look ex- 
actly like this 3-column layout, using mats 
shown in ADservice book. See coupon. 


YOUR NAMI 





























YOUR KITCHEN 
MODERNIZED 




































































SUGGESTED COPY "A" 


Wouldn’t your boy or girl be proud to have an attractive 
room of their very own? And wouldn’t a new knotty pine 
den or cozy attic study be a grand place for you to spend 
a quiet evening when other members of the family are 
entertaining guests? 

We'll help you plan the home improvement projects your 
family needs . .. show you how they can be financed with 
small monthly payments. 

Typical 15 x 20 room, fully insulated, built in your attic, 
completely finished for as little as $00 per month. 
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Eosier to install » Easier to work 


Sell More Paneling to “Do-It-Yourself” Customers with 


, 
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Pack River “Qualitized” Woods 


ok oe ee 








oo 
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BUILD 


ing program with 
Pack River “Qualitized” Woods in popular 
panel patterns of Engelmann Spruce, Cedar 
or Pine, Fir and Larch. Your “Do-It-Yourself” 
customers will love working with these ex- 


Write Today for 


POKANE, WASH PO 


K RIVER LUMBER ¢ 
{ 
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ceptionally fine woods—each piece has been 
scientifically pre-steamed and kiln-dried to 
produce woods of superior quality for easy 
workability and more beautiful finishes. Here’s 
your cue for extra sales, bigger profits! Get 
full details and specifications now! 


*Paneling shown above is Pack River 
“Qualitized” Engelmann Spruce 


(Originally North Idaho Engelmann Spruce) 


ACK RIVER SALES CO. 


BOX 64 ° TELETYPE SP 105 ® 


Managing Sales For 
NORTHWEST TIMBER CO 


Gibt Idaho 


TEL MAdison 0121 


THOMPSON FALLS LUMBER CO 
Thompson Falls, Mont 
CRESTON SAWMILLS, LTD * 
Creston, 8 C 
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SPECIALTIES 


QUALITY at the RIGHT PRICE 
to BUILD BETTER — SELL BETTER 


TEETETET ELE 


WALL TIES—6"’ x %e'' heavily galvanized 
steel deeply band bs for extra strength 
Uniform size and gauge with proper size 
nail holes 


SIDING CORNERS — 
All Types and Sizes 
Available. These cor- 
ners assure weather 
tight fittings, improve 
appearance, and 
speed construction 


FOR LAPP OR BE VEL 
SIDING in “% %"" 
“/e ‘eae a 


Any length from 4 


aluminum of 
plated steel 


CEDAR SHINGLE OR 
INSULATED SHAKES 


in 12 and 14%" length 
with clip at base to keep 
metal against siding, alu- 
minum 


ALUMINUM WITH 
BAKED-ON FINISH 


to match colored asbestos 
siding 





JOIST 
HANGERS 


to join end of joist to 
beam or girders. 


DOOR GRILLES 








Protective, durable alu- 
minum door grilles 
completely anodized 
assuring long lasting 
brillionce complete 
range of styles and 
sizes 


THEY ARE PRICED 
RIGHT 


FOR QUALITY AT THE RIGHT PRICE ASK 
YOUR WHOLESALER FOR YECK METAL 
BUILDING SPECIALTIES 


YECK MANUFACTURING COMPANY 
DUNDEE, MICHIGAN 
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FINANCIAL 
COUNSELOR 


y Ira S. Fields 


Fields and Fields, ¢ vertied Public Accountants, Chicago. 


Are You Missing Something? 


We are sure that you can benefit greatly 
from the results obtained from American 
Lumberman's 1953 Financial Survey. The de- 
pendab ity of the results of this 
varies in direct relat hip with the number 
ot companies partic pating. 

Did you mail us ir completed financial 

irvey form from the April 19 issue? 

We hope that y« 


survey 


have and if you haven't, 
t isn't too late. Whether your company is 
very small large, we would like to 
have your completed forms. Sometime this 
results of this 
ime groups. We 
your figures will be kept 


or very 


summer we will publish the 
irvey by the veric v¢ 
juarantee you that 
nfidential. 


All too often business men look at 
the bottom figure of an operating 
statement to ascertain the profit or 
loss, and then file it away. In so doing 
they have lost most of the value of the 
statement, for future planning should 
be based on the knowledge of past per- 
formance and past performance is best 
brought out in properly prepared op- 
erating statements. 

If you accounting system is well de- 
signed you can be provided with a vari- 
ety of breakdowns, classifications and 
sub-classifications to aid you in formu- 
lating future policies. Instead of learn- 
ing what you earned, you should know 
how you earned it. You should learn 
from a properly prepared set of op- 
erating statements how much each of 
the principal products contributed to 
your net earnings and, if you operate 
branch yards, the profit or loss of each. 


Need Separate Accounts 


By classifications and sub-classifica- 
tions we refer to proper breakdowns 
of income and expense accounts. A 
lumberyard that sells a variety of 
products should certainly not have just 
one sales account and one purchase 
account. Separate sales and purchase 
accounts for the principal products 
such as lumber, glass block, hardware, 
construction, coal, ete. will, when prop- 
erly compiled, indicate the amount of 
gross profit contributed by each. 

Instead of knowing one over-all rate 
of gross profit, management is fur- 
nished with the gross profit ratio for 
each of the major classifications of 
products sold, A comparison of gross 
profit ratios for each of the major 
classification of products sold in the 
current year, with those of prior years, 
of7en throws light om a company’s op- 
erations which otherwise would not be 
known, 

Comparative ratios of gross profit 
are especially important for those 
yards which do not have perpetual in- 
ventory records, since’ significant 
changes in the rates of gross profits 
should be investigated for possible 
errors in inventory computations, 
bookkeeping errors, or pilferage. 

Separate sales and purchase ac- 
counts for each category of merchan- 
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dise sold should be maintained for 
each branch yard. 


Spending the Sales Dollar 

Proper account classifications of ex- 
pense items of a retail lumber yard 
will aid management in determining 
the cost of the four major categories 
of expense, namely — yard, selling, 
shipping, and administrative and gen- 
eral. Knowing the percentage relation- 
ship of these expenses to total sales 
will tell management how the sales 
dollar is spent and aid in determining 
a compensatory price policy. Further 
breakdown of these expenses by 
branch yards, if any, will give infor- 
mation on the profit standing of each 
yard. 

The April 19 issue of American 
Lumberman contains forms to be filled 
out by owners of lumber yards. Among 
these forms is a condensed operating 
statement. We stress that this form is 
condensed and that many other ac- 
counts could be added, but the major 
categories shown therein will help 
management learn what makes its bus- 
iness tick. 

If you will refer to the form in the 
April 19th issue, you will note the fol- 
lowing high points: 

1. The four classifications of operat- 

ing expenses are: 
A. Yard expenses 
B. Delivery expenses 
C. Selling expenses 
D. Administrative and general 
expenses 
Mili labor and expense is included 
in cost of sales. This is because 
functions performed in the mill 
change the value of the product 
sold and should consequently be 
considered a cost of the products 
sold. 
There are several salary and 
wage accounts. These accounts 
(mill labor, yard wages, truck 
drivers’ wages, salesmen’s sal- 
aries and office salaries) are clas- 
sified under the major categories 
shown in the operating state- 
ment. 
Carload lumber sales and cost of 
carload lumber sales are shown 
after regular operating income is 
ascertained. This segregation is 
made because income from car- 
load sales is not considered to be 
income from regular operations. 
Such sales do not require han- 
dling in the yard and delivery ex- 
penses are eliminated. Because 
of these savings, the mark-up is 
lower than from regular sales. 
Standardized Accounting 


Many industries have standardized 
their accounting systems. They have 
found that through intelligent stand- 
ardization they have added a valuable 
management tool, for comparisons of 
individual companies can be made with 
the results obtained from industry- 
wide surveys. 


31, 1954, AMERICAN LUMBERMAN & 





AMONG THE DEALERS 





TEENAGE MANUFACTURERS display their products in a booth sponsored by 
11 local lumber and millwork dealers at a recent St. Paul, Minn., home show. 
The youths are members of some of the city’s 34 Junior Achievement companies 


active in the area. 


St. Paul Dealers Sponsor 
Junior Achievement Booth 


Eleven St. Paul lumber and mill- 
work dealers donated a booth so 
the city’s 34 teenage Junior 
Achievement companies could dis- 
play their products at the recent 
St. Paul (Minn.) home show. 

The youths manned the booth 
during the nine-day show, display- 
ing and selling products made by 
the JA groups. Each group con- 
sists of about 20 teenagers who 
sell stock to found their com- 
panies. Then they go into the 
manufacturing business. They buy 
their own materials and merchan- 
dise the finished products. Super- 
vision and advice is furnished by 
three adult sponsors appointed by 
industrial concerns that support 
the individual JA companies. Prof- 
its are distributed among the 
stockholders of the teenage con- 
cern. 


Mo-Kan Dealers Meet 
Despite Hotel Error 


An error in scheduling nearly 
made a fiasco of the recent one-day 
Mo-Kan Lumbermen’s Association 
meeting at St. Louis. 

The reservations had been mis- 
takenly listed by the hotel as two 
months later than the scheduled 
date. Quick work by the ass»cia- 
tion president Dwight Morrow, 
Lawson, Mo., saved the day. He had 
arrived early and discovering the 
mistake arranged for other accom- 
modations. The slight delay gave 
the 50 dealers present an opportu- 
nity to visit with old friends. 





dent; Robert Stewart, J. L. Brown 
Lumber Co., Osborne, Mo., vice- 
president; and F. J. Gress, Meyer 
Lumber & Hardware Co., Axtell, 
Kan., secretary-treasurer. 

Two new directors from Kansas 
also were elected. They are C. H. 
Gish, Gish Lumber Co., Denton, 
and G. W. Alexander, Alexander 
Lumber Co., Everest. 


Tells Kansas Lumbermen 
‘Stir What You Got' 


Outgoing president, W. O. Lef- 
ingwell told the 300 dealers and 
suppliers attending the two-day 
Kansas Lumbermens Association 
convention at Salina to “stir what 
you got.” 

He based his talk on an incident 
in a cafe in which a diner asked 
for more sugar. “Stir what you 
got,” the waitress yelled from the 
kitchen. 

“TI’d like to admonish you,” Lef- 
ingwell said, “to use the advan- 





tages you have at hand rather than 
calling for more sugar or indulg- 
ing in wishful thinking. Our busi- 
ness does not have to be as good 
as it has been for past few years 
to be an enjoyable business. It 
has not only been enjoyable, but 
profitable as well.” 

At the closing session, Henry C. 
Wildgen, Housington, was elected 
president. Loren Wolfe, Mankato, 
moves up to the first vice-presi- 
dency, and Marvin Von Fange, 
Salina, was elected secretary- 
treasurer. 


Asherman Elected 


George Asherman has _ been 
elected a director and vice-presi- 
dent of the Henry J. Eckstein 
Lumber Corp., New York City. He 
has been with the firm since its in- 
ception four years ago and was 
formerly engaged in wholesale on 
his own account as the Oregon-Cal- 
ifornia Lumber Co. for five years. 
He was also associated with Tri- 
angle Lumber Co. 


LUMBER LADIES discussing home 
decorating during the WRLA conven- 
tion are, left to right: Mrs. M. Farrell, 
Escanaba, Mich., president of the 
women’s auxiliary; Mrs. Muriel 
Fritsch, home decorator, Steinmann 
Lumber Co., Milwaukee, and Mrs. H. P. 
McDermott, Pewaukee, Wis., secretary 
of the auxiliary. 


EMPLOYES OF LUMBERYARDS totaled 18 at the Oklahoma Lumbermen’s 
Association’s recent 3-day short course. The students, from all over Oklahoma, 
were augmented by regular Oklahoma A&M Tech students. The instructors of the 
course are shown seated at the table. 


Officers elected for the coming 
year were: T. H. Koelzer, Koelzer 
Lumber Co., Seneca, Kan., presi- 
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MANUFACTURERS IN THE NEWS 


Se ee cim 4, 





MASONITE DISPLAYS for the 1954 dealer conventions are saving more than 50% 
in shipping weight in their new styles created by General Exhibits and Displays. 
They are made almost entirely of Masonite products, with each half having a 
self-contained shipping case. When open, the Presdply door has a Masonite “Peg- 
Board” panel on which are mounted interchangeable overlays. The displays will 


travel to 23 dealer meetings. 


Fasco Ventilating Fans 
Have Do-It-Yourself Plan 


A new plan for marketing Fasco 
ventilating fans is announced by 
C. W. McLaughlin, sales manager 
of Fasco Industries, Inc., Roches- 
ter, N. Y. Designed to tie-in with 
the ever-increasing do-it-yourself 
trend, this plan is built around a 
colorful 16-page book pictorially 
describing to consumers how they 
can easily install an eight or 10- 
inch Fasco ventilating fan. 


The program will be backed by 
extensive national advertising in 
leading magazines. The books will 
be sent directly to interested con- 
sumers from Fasco Industries, Inc. 
All inquiries will be sent directly 
to participating Fasco dealers in 
the areas from which the inquiries 
originate. 

To participate, dealers buy three 
Fasco Ventilating Fans of their 
choice. They receive in return dis- 
plays, books, counter’ cards, 
streamers, advertising mats, radio 
commercials, direct mail letters, 
other sales aids and names of cus- 
tomers receiving the book. Includ- 
ed in each book mailed is a certifi- 
cate for a nationally advertised 
home handyman instrument to 
make the installation still easier. 
This premium may be obtained 
only from participating Fasco 
dealers. The purpose of the pre- 
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mium is to bring customers into 
the store making possible the fol- 
low-up sale of Fasco Ventilating 
Fans. 


Bird & Son Building 
$2 Million Roofing Flant 


Bird & Son, Inc., is erecting a 
$2,250,000 roofing plant and gran- 
ule plant at Charleston, S. C., says 
Axel H. Anderson, president. The 
plant is expected to be in operation 
by this summer. It will serve the 
southeast, particularly the Caro- 
linas, Virginia, Tennessee, Geor- 
gia, Florida and part of West Vir- 
ginia. 

A modern roofing machine will 
be 500 feet long—one of the long- 
est machines in the country. It will 
have all the latest refinements for 
production of a full line of asphalt 
shingles and roll roofings. The 
plant will also produce plastic ce- 
ments and roof coatings. The 
building to house the equipment 
will be 900 feet long and vary in 
width from 60 to 160 feet. 


Adjacent to the roofing plant, a 
granule plant of 6000 square feet 
is being built. This will crush and 
color the surfacing material for 
Bird shingles and roll roofings. A 
boiler plant is also being con- 
structed. Space has been provided 
for future plant expansion when 
required. 


Royal Glass Works 
Distributing Mirawal 


Royal Glass Works Corp., Long 
Island City, N. Y. and Newark, 
N. J. has added to its line of brand 
products Mirawal, genuine porce- 
lain on-steel-facing, for interior 
and exterior application. The prod- 
uct is designed for use any place 
where facing is needed: store, 
home, plant, hotel, office, factory, 
school, equipment and fixtures. 

Mirawal is produced in a single, 
straight-line, continuous operation 
in which No. 32 gauge sheet steel 
of special composition is treated to 
provide a tenacious bond between 
the vitreous porcelain surface and 
the metal, when fused together at 
temperatures up to 1600 degrees 
Fahrenheit. In this form, the prod- 
uct is known as coil stock Mirawal. 
The porcelain-on-steel sheets are 
sheared to size and inseparably 
laminated with a Neoprene base 
adhesive to Masonite hardboard 
backing to form interior Mirawal. 
The back of the hardboard is roller 
coated with a special sealer to pre- 
vent moisture penetration. 


Stilts Replace Scaffold 
To Speed Plastering 


Widespread building industry 
acceptance of adjustable alumi- 
num stilts for plasterers and lath- 
ers was predicted by the Zonolite 
Co., Chicago, vermiculite proces- 
sors. 

The stilts were recently intro- 
duced in Arizona and have met 


with union approval. Both Zono- 
lite and the stilts’ maker, Skaggs 
Mfg. Co., Phoenix, see the new 
development as a way to speed jobs 
which normally require ladders or 
scaffolding. The stilts are adjust- 
able from 18” to 24” above the 
floor and require no practice to 
use. 


(continued on page 40) 
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Sell the Best 


Cement Finishing Trowel 


Sell the Best-Known 


125,000 acres of choice timber, 
carefully managed for many 
years, is one reason why you 
can expect top quality from § 
Belcher. Best utilization of the log 

is another. Each log is critically 

appraised, then carefully manu- 
factured into the products it's best 
suited for. Such Belcher prod- 
ucts as— 


Brick Trowel 


Plywood Poles 
Furniture Dimension Fence Lath 
Yellow Pine Lumber Pulpwood 
Dimension Finish Lumber Core 
and Moulding Egg Cases 
EM Oak Flooring Handles 
EM Pine Flooring Dowels 
Cross Ties 


In addition, product‘on facilities rank 
with the best. We have our own-— ; 
: a Plastering Trowel 

* Saw Mill ¢ Veneer Mill : F . 

* Planing Mill ¢ Plywood Plant 

* Handle Mill * Cleat Mill 

Por quality that sells call on Belcher. 

Call 3356 or 3271 today! It’s easy to sell the masonry tools your customers know 
and trust. Goldblatt is the best-known tool company in 
the trowel trades. For more than 65 years, craftsmen in 
these trades have depended on Goldblatt for finest 
quality tools that are comfortable, easy to handle and 
help them do their jobs better. 

The continuous broadening of Goldblatt’s reputation 
is assured by extensive consumer advertising. Here 
again, Goldblatt leads the trowel trade industry! 

Take advantage of this pre-selling that Goldblatt 
does for you—offer your customers the tools they want. 


Write Today for Free Catalog 


Write for your copy of Goldblatt’s 
illustrated catalog describing the 
largest and most complete line 
of masonry tools and supplies. 


WJoldblatt) roo. COMPANY 


1924-C Walnut Street, Kansas City 8, Mo. 
Ist Choice of the Trowel Trades 














LUMBER SALES CO., LTD. 


Dept. Al Centreville. Alabama 
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Manufacturers Announce 


Kenneth Smith and Gordon J. 
Manary were elected vice-presi- 
dents of Pacific Lumber Co., San 
Francisco. 

tobert W. Miller, president, 
Pacific Lighting Corp., San Fran- 
ciseo, has been elected a director 
of Fibreboard Products, Inc. 


Earl B. Birmingham, president, 
Hammond Lumber Co., was re- 
elected president of the California 
Redwood Assn. Russell H. Ellis, 
president, Willits Redwood Prod- 
ucts Co., was reelected CRA vice- 
president, and Selwyn J. Sharp re- 
elected secretary-treasurer. Philip 
T. Farnsworth remains general 
manager. 


In a move to consolidate the far- 
flung activities of the Connor Lum- 
ber and Land Co., Wausau, Wis., 
the flooring and lumber sales office 
of the company was moved there 
from Marshfield, Wis., to bring it 
into direct contact with the manu- 
facturing facilities. In addition to 
the underwood veneer plant at 
Wausau, the Connor Co. has mills 
at Laona, Wis., the largest hard- 
wood operation in the lake states, 
and Connorville, Mich. 


Philip L. Bass has joined United 
States Plywood Corp. as sales man- 
ager of its Metropolitan Lumber 
Division, Brooklyn. Bass was with 
J. C. Barris for many years. 


George E. O’Brien, manager of 
purchasing and production for the 
Rockwell Manufacturing Com- 
pany’s National Meter Division, 
Brooklyn, N. Y., for the past three 
years has been named factory man- 
ager of the company’s new water 
meter plant at Uniontown, Penna., 
it was announced by Courtney C. 
Shenkle, general manager. 


Appointment of John W. Rhoda 
as director of sales-production co- 
ordination for the Simpson Log- 
ging Company’s Redwood Division 
is announced by William E. Law- 
son, vice president and general 
manager of the Redwood Division. 


Car! 8S. Bauman, assistant gen- 
eral sales manager of the hard- 
ware division, The Stanley Works, 
New Britain, Conn., announces the 
appointment of Norman W. Osborn 
and Edward T. McGlynn as sales 
representatives. Osborn has been 
assigned to the Utah and Idaho ter- 
ritory; MeGlynn will work out of 
the New York office. 


Appointment of Charles B. Rich- 
ards to its sales staff was an- 
nounced by the Malta Manufactur- 
ing Co., Malta, Ohio. In his new 
post, Richards will handle the 
sales and promotion of the Malta 
line of wood window units and 
frames in a southern section of 
the U.S. Previously Richards was 
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a salesman for the Celotex Corp. 
for three years. 


Brainard Steel Division of Sah- 
ron Steel Corp., Warren Ohio, has 
announced the appointment of 
George A. Kuhn as manager of the 
company’s Building Products Div. 
His duties will be to expand the 
sales of Brainard building prod- 
ucts and develop new products. 
Kuhn has been associated with the 
building products field for the past 
16 years in sales and engineering 
capacities. 


Yetter 


Kuhn 


Charles M. Hines, president of 
the Edward Hines Lumber Co., an- 
nounced the appointment of Wil- 
liam J. Yetter as sales manager of 
new home construction. Yetter re- 
places Charles A. Mitchell who 
was recently promoted to general 
sales manager of the Chicago re- 
tail division. 

Albert E. Rose and Robert S. 
Brinton have been added to the 
staff of the Pack River Sales Co. of 
Spokane, Wash., according to W. F. 
Stewart, sales manager. Brinton, 
formerly with the Independent 
Lumber Co., Spokane, will be a 
salesman for the firm. Rose will 
work in re-manufacturing and by- 
products. He formerly was sales 
manager for the Mobilhome Corp., 
Spokane. 


Clyde Kerr has been named 
plant superintendent for the 
Thompson Falls Lumber Co. of 
Thompson Falls, Mont., according 
to E. C. Wert, president of the firm. 
Kerr, who came to the firm after 
17 years with the Deer Park Lum- 
ber Co. formerly was resident sales 
manager and planing mill foreman 
before his promotion. 


Certain-teed Products Corp., 
building materials manufacturer, 
of Ardmore, Penna., has appointed 
J. E. Midwood advertising man- 
ager. The appointment was an- 
nounced by Malcom Meyer, vice 
president in charge of sales. 


L. Graham Barr, Orlando, Fla., 
has been appointed North and 
South Carolina representative for 
Molly Corp., Reading, Penna., man- 
ufacturers of screw anchors and 
utility plugs. 

S & W Moulding Co., Colurabus, 
Ohio, has added Charles M. Riley 
and Robert S. Johnson to its sales 
and installation force, according to 
F. B. Hill, company president. 


Oregon Lumber Starts 
Allwood Tempered Board 


Production on a new, oil-tem- 
pered hardboard at the Oregon 
Lumber Company’s multi-million- 
dollar plant at Dee, Ore., is in full 
swing, and a steady stream of the 
hard, durable Allwood Tempered 
Hardboard is emerging from dip- 
ping vat and baking kilns. The 
process is a blending of the chemi- 
cai and physical sciences to pro- 
duce a superior hardboard product 
for building and industry. 

The oil-tempered hardboard is 
said to be less brittle, has greater 
bending and tensile strength, a 
lower rate of moisture uptake and 
thickness swell, better dimensional 
stability, and its hard, smooth sur- 
face is more highly resistant to 
abrasion. 

Adapted to exterior building 
purposes, the board is sold as All- 
wood Tempered Siding, 144” thick, 
in widths of 12”, 16” and 24”, and 
lengths up to 16 feet. 

Regular four-foot-wide panels, 
in lengths from four feet to sixteen 
feet, are available in standard cali- 
pers of 4%", 3/16” and 144”. 


Flintkote Sales Up 


“The trend toward more attrac- 
tive and functional homes has de- 
veloped a vigorous desire for build- 
ing materials for modernization of 
existing structures,” said I. J. 
Harvey, Jr., president of The Flint- 
kote Company, in his company’s 
1953 report to its stockholders. 

Flintkote, one of the country’s 
leading manufacturers of building 
materials, announced that its net 
sales for 1953 were $90,250,000— 
an increase of more than $6,000,000 
over 1952. Equally important to 
Flintkote, and to business as a 
whole, is the estimated size of the 
tremendous replacement and mod- 
ernization market. 


MOISTURE REGISTER winner at the 
Illinois Lumber and Material Dealers 
Convention in Chicago was dealer V. 
Joseph Wardein, right, Ginter-Wardein 
Co., Alton, Ill. The award was made by 
the Southern Pine Association, repre- 
sented by C. R. Frazier, left, and the 
Moisture Register Co., Alhambra, Calif. 
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@ A FAMILIAR FACE! 
@ A TRUSTED FIGURE! 


Wisconsin Knight FLusi ooors 


OU’'VE seen this trademark in 
That famous name is appearing with increas 


many places — on quality 


. doors, in advertisements, in circulars and other sales 
ing regularity in the order books of more and more ovtstand- 
ing, “choosey” door dealers! It should be the brand name 


you write on your order acceptances! 


Eterature. It has become 


synonymous with flush 


door leadership from coast to coast. It is a good 


partner for your own business logotype or trademark. Team 


Wisconsin Knight maintains a continual program of research 
in better door design, of field tests, of laboratory tests. The 
result, through the yeors of Wisconsin Door Company's manu- 


facture, 


them up for faster, more satisfying sales! 


has been a stronger, more HIS figure of a guardian knight illustrates 


stable, lighter weight flush door at a 
price any customer can face with a 
smile. 


the constant attention to craftsmanship and 
materials at the Wisconsin Door Company's great 
factory 


Better grade door faces, domestic and 


" : . imported; better design and construction of 
Wisconsin Knights are available in 


cores, hollow and solid; greater care in packing 
and shipping 


five fast-selling face veneers 


* Tenific BIRCHINA! 
* LAUAN MAHOGANY | 
* WHITE GUAMBA! 

* BIRCH! | Quality 
* GUM! without 


Contact us now Question 
about this great 
profit-producing line! 


All of these add up to the Wis- 
consin Knight story the 


door valve at a lower price! 


story of a fine 


For the Full Story, 
Write, Wire or Telephone: 


WISCONSIN DOOR COMPANY 


Texas 4-8008 - Teletype DE694 
10101 LYNDON, DETROIT 38. MICH. 
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FOR ENDURING 

FARM CONSTRUCTION 
@ Quality Lodgepole Pine poles 
from our own timberlands are 
straight, strong, uniformly ta- 
pered. Treated poles (penta or 
creosote) can be included with 
mixed cars of treated or un- 
treated lumber. 


Write for information. 


J.NEILS 


LUMBER COMPANY 


MILL AND TREATING PLANT 
LIBBY, MONTANA 








Band Sawn 
® NORTH CAROLINA PINE 
® SOUTHERN HARDWOODS 
© CYPRESS 


Better lumber and 
flooring with ex- 
cellent planing fa- 
cilities and modern 
Moore kilns. Inquire 
today! 


End-Matched 


* PINE, OAK, MAPLE AND 
GUM FLOORING 


Titer 
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THE LUMBER MARKET 


Prices Unchanged 
Since Strike Threat 


SEATTLE — Prices have re- 
mained at levels reached two weeks 
ago when buying for a time was 
brisk in anticipation of a strike. 
With the strike postponed indefi- 
nitely demand has been fairly 
good. Mills have low inventories 
and log inventories have dropped. 
The mills are not in distress. Green 
fir dimension is the most desired 
item with No. 2 shingles also in 
strong call. No. 3 random fir 
dimension is firm. Dry hemlock is 
holding, hemlock is rather scarce. 
Boards are inactive and are not 
following dimension at all. Kiln 
dried fir dimension is hard to buy. 

Overall shingle buying has slowed 
up but No. 3 perfections and No. 2 
are scarce. No. 3’s are harder to 
buy. No. 1 perfections now show 
some weakness resulting in sales 
25 cents below average. A lot of 
cedar siding was purchased earlier 
in the month so that now demand 
has settled and buyers are holding 
back. Pine prices vary but the 
average is close to previously 
quoted figures. 

Inventory of logs as of May 1 
again reveals lower figures except 
for Grays Harbor where logging is 
done at low altitudes. Puget Sound 
reported 301 million feet or 21 mil- 
lion less than April 1, while a year 
ago the district had 896 million. 
Grays Harbor logs totaled 66 mil- 
lion or eight million more than 
April 1, but a year ago they had 87 
million. Columbia river reported 
365 million, a loss of 13 million for 
the month. A year ago this district 
had 411 million feet. Thus all three 
districts are considerably below 
inventory of a year ago due to 
heavy snow and a cold spring. 


Market "Best in Years" 
In Northern California 


SAN FRANCISCO — Although 
the threat of strikes in Oregon, 
Washington and Idaho mills still 
hangs over the industry, the lumber 
market in northern California is 
“the best it’s been in years.” 

Prices, which were- unusually 
high a couple of weeks ago because 
of the imminence of strike shut- 
downs, have begun to settle back. 
Both No. 2 and better common and 
No. 8 common are strong, with No. 
3 very hard to buy. 

Retailers report definite increases 
in yard business. Inasmuch as con- 
tracts for yard men and carpenters 
are also up for renewal, contractors 
are “grabbing everything they can 
get their hands on” and stock-piling 
lumber. 
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Shop-grade redwood is about the 
only redwood item where the de- 
mand is not high. Shop grade, with 
big knots, which has to be re-manu- 
factured and used essentially in in- 
dustry, has not developed a wide- 
spread market, and as a result it is 
available in large quantities. 


Rains Improve Prices 
In Kansas City Area 


KANSAS CITY—Rain, and a lot 
of it, served to cutback production 
and shipments of lumber in the 
southwest in the last two weeks, but 
at the same time, served as an im- 
portant factor in building the con- 
fidence of retail lumber dealers 
in the farm belt. The satisfac- 
tory moisture meant that farm- 
ers would get a good crop and crop 
means money and purchase of 
building materials. 

The rains also tended to prop 
prices as lumber was not in any sur- 
plus at the mills. Construction work 
was halted in some areas and retail- 
ers did not push for immediate de- 
livery, a situation that has given 
mills some concern in recent weeks. 
Mills, for the most part, do not have 
much of a backlog and retailers are 
buying close to their requirements. 
Mills would like to build up some 
stocks but have not been too success- 
ful to date. 

Reports from mills show that 
price variations still are in evidence. 
The surplus items are not in abun- 
dance and where mills have stocks 
beyond what is needed for mixed 
cars they offer them in straight 
cars at a slight concession. 


Growing Optimism 
In Tacoma Region 


TACOMA — Although demand 
generally still is below normal for 
this season, the situation on the 
whole is somewhat better than it 
has been for some months. This 
probably is due in part to better 
weather which has given impetus to 
most types of construction and par- 
tially to the uncertainty that still 
prevails regarding the threatened 
lumber strike which is causing 
many dealers to stock up while ade- 
quate supplies still are available. 

There is a growing feeling of op- 
timism throughout this area and the 
general trend is more encouraging 
than it has been for several weeks. 
Many firms are busily engaged fill- 
ing military orders, principally for 
overseas shipment in the Pacific 
area. 

Deliveries on the bulk of these are 
scheduled to start late in May and 
continue through September. More 
than 30 firms are participating in 


the orders, which total 73,775,695 
board feet. 


Lumber Nationally 


Lumber shipments of 515 mills 
reporting to the National Lumber 
Trade Barometer were 4.5% above 
production for the week ending May 
8, 1954. In the same week new or- 
ders of these mills were 8.9% 
above production. Unfilled orders 
of the reporting mills amounted to 
37% of stocks. For the reporting 
softwood mills unfilled orders were 
equivalent to 22 days’ production 
at the current rate, and gross 
stocks were equivalent to 55 days’ 
production. 

For the year-to-date, shipments 
of reporting identical mills were 
3.2% above production; new orders 
were 4.9% above production. 

Compared to the average corre- 
sponding week in 1935-1939, produc- 
tion of reporting mills were 86.9% 
above; shipments were 85.0% 
above; new orders were 93.5% 
above. Compared to the correspond- 
ing week in 1953, production of re- 
porting mills was 4.3% below; ship- 
ments were 2.6% above; and new 
orders were 13.9% above. 


Southern Pine 


The trade barometer of the 
Southern Pine Association, cover- 
ing 112 mills for the week ended 
May 8, reported orders of 15,846,- 
000, shipments of 16,473,000 and 
production of 17,277,000 feet. 

Shipments were 4.65% and or- 
ders were 8.2% below production 
for the week. Orders were 3.8% 
below shipments. The present mar- 
ket picture is even a bit more seri- 
ous when present figures are com- 
pared with the three-year average. 
Orders are 18.7% down, shipments 
are off 15.5% and actual produc- 
tion is 11.4% below the three-year 
average. 


Western Pine 


The Western Pine Association 
barometer for the week ending May, 
112 mills reporting, gave orders as 
78,964,000 feet, shipments 81,707,- 
000 feet and production, including 
purchases, as 75,335,000 feet. In the 
corresponding week a year ago or- 
ders were 177,037,000, shipments 
were 80,781,000 and production was 
76,519,000 feet. 

Expressed in percentages ship- 
ments were 8.5% and orders were 
4.8% above production. Orders, 
however, were 3.4% below ship- 
ments. Orders decreased 7% com- 
pared with the last weekly report. 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is 
a eo and average of mill prices at press time and should not be con- 


sider 


as current on the day the magazine is received. The prices should be 


useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 
B&Btr. Cc 
wee cs 160.00 155.00 
Flat Grain Flooring 
130.00 
140.00 
Drop Siding 
1x6 (Pat. #106 
1x6 (Pat. #116 
Celling 


110.00 
Boards and Shiplap and 2” (Green) 
1x6 1x8 1x10 


No. 1 Dimension 
12’ 
2x4 67.00 
2x6 66.00 
2x8 68.00 
2x10 66.00 
2x12 66.00 


Neo. 2 Dimension 


2x12 61.00 
No. 3 Dimension R/L 


x12 CER OE stab cu dstasedeaee 
(Add $10-$12 for dry lumber) 





RED CEDAR SHINGLES 


Royals 
24” 4/2 
24” 4/2 
24” 4/2 


5/2 
5/28 
5/2 


16” 5/2 
16” 5/2 
16” 5/2 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
ears, new bundling, @ toe 10 are: 
Beveled Siding, % Inch 

Clear 
%x4 inch .... 75.00 
25 a eer af'00 
x6 inch .... 95.00 
%x8 inch 125-139 


Clear Bungalow Siding, % Inch 


8 inch 155.00 
10 inch 180.00 176.00 
12 inch 186.00 1756.00 
Finish B and Btr, 82 or 458, 
® to 16° or Rough 


Celling or Flooring, B and Btr, ® to 10’ 
B&Btr. ce D 
136.00 126.00 100.00 
125.00 100.00 
Discount on mouldings, 6’ to 20’ odd 
lengths. 
Series 8,000 


Listing under 4.00—list plus 36%. 
Listing 4.00 and over—ifet plus 86%. 
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WESTERN PINES 


Ponderosa Pine 
5/4 RW 


and 
4/4 RW 6/4 RW 8/4 RW 
260.00 265.00 270.00 


Selects 
82 or 48 
CéBtr. RL 
Shop, 828 
No. 1 No. 2 
110.00 
110.00 
Commons, 82 or 48 
B&Btr. 
1x8 RL....122.00 
1x12 RL ....122.00 
Idaho White Pine 
Selects S2 or 48 


No. 4 
50.00 
50.00 


1x4 1x6 1x8 1x10 

C&Btr. RL 270.00 270.00 270.00 2756.00 

D RL 230.00 230.00 230.00 245.00 
Commona, 82 or 48 

No. 3 

100.00 

100.00 


No. 1 
152.00 


No. 2 
122.00 
122.00 





OAK FLOORING 


cl Pin #x2y 1 Yx2 

White 180.00 PY, 170.00 
Red 185.00 165.00 170.00 
Sel, Plain 


Y%x1 
fen.bd 
156.00 


160.00 160.00 45.00 
165.00 160.00 46.00 
145.00 
150,00 


oe White 

& Red 110.00 
15” Shorts 

#1 Com. 

& Btr. ...1156.00 
# 2 Com. . 80.00 


75.00 75.00 60.00 


85.00 
60.00 


“* eee 





SOUTHERN PINE 


Vertical Grain Flooring 


: Cc D 
210.00 170.00 


Drop Siding 


1x6 (Pat. #106) 
1x6 (Pat. #116) 


75.00 
78:80 
Boards & Shipiap 
1x6 


1x8 
1 ...90.00 ibe. 
No. 2 
No. 3 
No. 1 Dimension 
12° 
2x 4 87.06 
2x 6 87.00 
2x 8 90.00 
2x10 97.00 .00 
2x12 107.00 107.00 


No, 2 Dimenston 
2x 4 80.00 81.00 
2x 6 73.00 
2x 8 70.00 
2x10 86.00 
2x12 78.00 


96.0 
104.00 
110.00 
117.00 


REDWOOD 


Bevel Siding 


. Clear All Heart..... 
. Clear All Heart.... 


J 


FFF 
by 

- 

AOCnwmm 
Oclm—com 
SA 93 AeS 
Scooco: 
Ssaecee 


1 
. Clear All Heart.....20 


.G. Clear All Heart 211.00 


Note: A grade V.G, Redwood Siding 
$5.00 less for “4%, % and ¥% in above sizes. 


we 
Sow 
- 

4 
ae 
eos 
se 


Anzac Siding 


1x10 V.G. Clear All Heart 240.00 
1x12 ve. Biear All Heart 00 
Note: Deduct $15.00 for A Grade. 


Finish 


ix 4 Clear Heart 848 
ix 6 Clear Heart 848 
ix 8 Clear Heart 848 
1x10 Clear Heart 848 
1x12 Clear Heart 848 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. 
+++ +150.00 


Fiat Grain Flooring 


Drop Siding 


1x6 (Pat. #106) 
1x6 (Pat. #116) 


Celling 


BRonrds and Shiplap and 
2” (Dry) 


No 
No 
No. 


No. 1 Dimension 
12’ 14’ 
67.00 67.00 
67.00 68.00 
69.00 69.00 
67.00 67.00 
67.00 67.00 


No, 2 Dimension 
2x4 61.90 61.00 
2x6 61.00 62.00 
2x8 63.00 63.00 
2x10 61.00 63.00 
2x12 61.00 61.00 


No, 3 Dimension R/L Only 
2x4 awe 
2x6 
2x8 
2x10 
2x12 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


1x6 1x8 1x10 1x12 


100.00 105.00 108.00 105.00 
69.00 71.00 70.00 71.00 


No, 2&Btr. 
No. 3&Btr. 


No. 1 Dimension 


No. 2 Dimension 
60.00 60.00 


62.50 62. 
59.50 69.60 


Mills are now grading boards ae No. 


2 and No. 3 common. Mills do not grade 
out No. 3 dimension as in fir. 
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YOUR PROFIT-MAKING FORUM 


Customer walk-out 


Careful surveys show that 40% of the customers 
in retail stores walk out without buying—mainly for 
two reasons. Either they can’t find what they are 
looking for—or the sales people are not able to com- 
plete a sale. Either way, it adds up to a big profit- 
loss for you. 

With competition hotter than ever before from the 
home appliance salesmen, the furniture store, the 
car dealer and dozens of others, no lumber dealer can 
afford to find himself out of stock. Particularly on 
small items which bring customers in continually so 
you can keep influencing them to make major pur- 
chases. 

3esides improving your in-stock position from 
month to month, here are several more practical ways 
you can cut down the percentage of customers who 
walk out of your store without buying. Start now 
holding regular clinics for your counter sales people 
on substitute uses for your products. 

First, because such clinics bang home the impor- 
tance of suggesting alternatives when customers ask 
for items you don’t have. Second, such clinics act as 
constant reminders to your staff of the many ways 
in which certain products can be used in place of 
others. Third and particularly important, such clin- 
ics teach your salesmen to suggest substitutes with 
a lot more conviction. 

Special attention should also be given to this prob- 
lem. Many customers think of cheaper products as 
“cheap substitutes”—have no idea that less expensive 
products are sometimes better adapted to certain 
purposes than costlier ones—must be educated to this 
fact by sales people when less costly substitutes are 
offered. Otherwise they think you are trying to pawn 
off something on them, walk out without buying. 


... better information 


Another reason customers do the Disappearing Act 
is that they can’t get the information they need and 
want out of sales people. If you are having a hard 
time finding well-trained counter clerks who are in- 
terested in their jobs, try this method of snapping 
them out of their lethargy and indifference. 

Divide your staff into two teams with humorous 
names like The Eager-Beavers or The Home Hot- 
Shots—and once a month stage a quiz on your prod- 
ucts and services like the good old-fashioned spelling 
bee. With worthwhile prizes for the winners. 

With a little imagination, plus a good MC to pep 
things up, it can be a lot of fun—is an excellent way 
to stimulate friendly competition, keep counter sales 
people on their toes and well-posted on product and 
service information at all times. One reason so many 
sales people fail to give customers enough informa- 
tion to buy is that the needed facts are not fresh in 
their own minds! 


» ++ @asy way to lose money 


You wouldn’t think of selling green lumber to your 
customers. Yet many dealers entrust the responsi- 


By Norm Advertising, Inc. 
New York, N. Y. 
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bility for their advertising to someone in their com- 
pany who has never had any sound experience in 
producing and judging good advertising. 

With competition at its toughest and good salesmen 
hard to find, your advertising has to do a bigger job 
than ever before. Should be entrusted to someone 
who really knows advertising and has the time and 
interest to cooperate with your ad agency. 

For example, someone who knows the importance 
of using specific figures and facts in your newspaper 
copy instead of generalities; and someone who is will- 
ing to supply this information to your agency and 
keep them well-posted on new products and services 
your yard offers. 

Remember, it’s not how much space you take that 
counts. It’s what goes into that space. The more your 
ad agency knows about you, the better job they can 
do. Remember, too, that for maximum returns, your 
ads must run at regularly spaced intervals. 

For both of these reasons it is tremendously impor- 
tant to concentrate the responsibility for your adver- 
tising in the hands of one well-qualified person on 
your staff, instead of treating it as an unwanted step- 
child to be batted around from desk to desk. 


... harder-hitting salesmanship 


In today’s scramble for higher profits, more and 
more manufacturers and their retailers are driving 
home this theme: “Don’t take one, take two!” 

Even manufacturers and dealers in the low-priced 
car field are now urging customers to buy two cheaper 
cars instead of one swanky high-priced model! 
Liquor dealers are offering two bottles in one carton. 
And ads for a certain household cleaner keep sug- 
gesting that the customer take two cans, one for the 
bathroom and the other for the kitchen. Result: 
tougher competition for your customers’ dollars from 
every side! How about you and your staff? Are you 
matching this kind of competition? Here’s a smart 
easy way to sell your prospects on two high-priced 
jobs instead of one. 

In your newspaper advertising and personal sell- 
ing, make this your theme: “Now you can redecorate 
two rooms for only $5 a month!” or, “Now you can 
have TWO new floor coverings for only $5 a month!” 
Start now using this same basic appeal to sell pine 
paneling, bathroom tileboard, paint, wallpaper, floor- 
ing and general modernization. 

Also use it to promote Do-It-Yourself Jobs. Ac- 
cording to a recent survey by “THE AMERICAN 
HOME MAGAZINE,” there is a home workshop in 
every fourth house on the block. And for every home 
workshop, thpre is a family receptive to all kinds of 
“How-To” ideas. The best part of it is that most 
“How-To” fans take the greatest pride in tackling 
bigger jobs. 

Also worth noting—leading manufacturers of ply- 
wood and other materials are so convinced the Do- 
It-Yourself market is here to stay that they are plan- 
ning to expand production to meet the needs of this 
specialized market, on a permanent basis. 
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101 SALES 
OPPORTUNITIES 


EVERY DAY OF THE YEAR 





naan SETTER Painting 
101 HANDY Home use 


me REC aig a 


Barcher- EPaniels: Miidiand 


company 


HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE e BIRCH e BEECH e OAK 
STRIP e@ BLOCK 
and 
HERRINGBONE 
FLOORING 


Hardwood Flooring Mill-Drilled For Nailing 
— A New Service 


. 
GRADED SAWDUST 
* 
High Grade Northern Hardwoods 
. 
Custom Kiln Drying 
* 


Members: M.F. M.A. N.HLL A. NL HB HMA 
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SWHOLESALE DISTRIBUTOR. 








OCONTO, WISCONSIN 


(To obtain more data on advertised products see page 64) 
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amber P Products 


< SPECIALIZING IN 


~ PONDEROSA PINE 
“DOUGLAS FIR 
~ REDWOOD 


teo.J.Silhernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RAndolph 6-0540 





An 


NEW , 





Storm and Screen Door 


Continental Screen Company is 
introducing the Contemporary, a 
newly designed protective door fea- 
turing a fluted bottom panel. The 
Contemporary is available either as 
a combination storm and screen 
door or as a screen door alone. 
Three insert styles are offered with 
the Contemporary storm and screen 
door: one-light with protruding in- 
sert adds a picture-frame effect; 
one-light with flush insert gives an 
added touch of modernism; and 
three-light with flush insert places 
extra emphasis on horizontal lines. 
All storm and sash inserts are de- 
signed for quick changing and min- 
imum storage space. Continental 
Sereen Company, Dept. AL, 1323 
Book Building, Detroit 26, Mich. 


For more data circle No. 1 on coupen, p. 64 


Prime Jalousie Window 


Nationwide Prime Jalousie Win- 
dows feature: a positive pressure 
seal, five minute KD installation, all 
aluminum construction, inter- 
changeable screen and storm sash, 
custom width four-inch louvers and 
a roto-control operator. These PJ 
100 windows are available in a 
choice of clear, obscure, or solex 
glass. Nationwide Aluminum Prod- 
ucts, Inc., Dept. AL, Freeport, N. Y. 


For more data cirele Neo. 2 on coupon, p. 64 
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PRODUCTS 


Porcelain Hardware 


Hand-decorated porcelain switch 
plates, drawer pulls, and keyhole 
covers are made in twelve color 
styles. The drawer pulls come in 
three shapes identical to the Decor 
door knobs. The Yale line of Decor 
hardware is made up of style ele- 
ments suitable for rooms ranging 
from modern to traditional. All of 
the Yale porcelain hardware items 
are washable and durable. The 
lasting qualities of the colors are 
assured because they are fired into 
the porcelain. Yale & Towne Mfg. 
Co., Dept. AL, Chrysler Building, 
New York 17, N. Y. 


For more data circle No. 3 on coupon, p. 64 


Sani-Cove Base 


The new four-inch Cass Vinyl 
Sani-Cove Base is offered in seven 
colors: black, pearl gray, green, oak 
tan, chocolate brown, chinese red 
and burgundy, and comes in con- 
venient 3 foot and 41% foot lengths. 
Inside and outside corners, that cap 
the Cass Vinyl Sani-Cove Base after 
it is installed, can be quickly applied 
and are available in matching or 
contrasting colors for special deco- 
rative effects. Cass Products Co., 
Dept. AL, 6127 N. Cicero Ave., Chi- 
cago, Ill. 


For more data circle No. 4 on coupon, p. 64 


Garbage Can Enclosures 

A new line of Bennett Bilt gar- 
bage can enclosures has two top 
deposit doors which swing open and 
close on _ full-length, piano-type 
hinges. These top doors may be 
fully opened to provide unobstructed 
depositing of garbage. Two handles, 
one on the outside of each top door, 
are located for opening and closing 
the doors. Corrosion resisting steel 
is used throughout. The body is 18 
gauge, doors 16, bottom 16, and 
guide rails 11 gauge. The entire 
enclosure is all-welded construction 
and thoroughly bonderized inside 
and out before finishing with heavy 
coated, acid-proof enamel. The over- 
all height is 3634”, length 4742” and 
depth 2214” (front to back). Ben- 
nett Manufacturing Co., Dept. AL, 
Alden, N. Y. 


For more data circle No. 5 on coupon, p. 64 


New Screw Drivers 

Stanley Spee-D-Grip Drivers fea- 
ture tempered steel jaws that open 
automatically when sleeve on driver 
is pushed forward. Designed for 
driving and seating screws in hard- 
to-get-at places. Bars are forged 
from hexagonal steel, carefully heat 
treated. Black finish is rustproof. 
Four types of bars are offered in 
the line, Nos. 415, 416, 417, 1451 
and 1452 with a total of 11 sizes 
for the four. Nos. 1451 and 1452 
have crosspoints to fit recessed head 
screws. Stanley Tools, Dept. AL, 
New Britain, Conn. 


For more data circle No. 6 on coupon, p. 64 


(continued on page 48 ) 
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softer textured and easily worked — 
makes building faster, easier, better. 


Start Boosting Your Lumber Sales Today 


See for yburself why builders prefer work- le e 

ing with Ozan Soft Pine — why dealers like 

to stock it. Order a car and receive bright, 

clean lumber, 100% kiln dried and stored ' t 

and loaded under cover, with everything to : Hea 

aid faster turnover and profits. Order now! - OU : 


en ° a 
OZAN LUMBER CO. hes with 
PRESCOTT, ARKANSAS = Prompt and Careful 


Delivery on 





\ Sugar and Ponderecsa Pine 
Shop and Selects 

Ponderosa Pine Boards 

Douglas and White Fir 
Shop and Selects 

Douglas and White Fir 
Dimension and Boards 

Redwood 

Ponderosa Pine and Fir 
Mouldings 

v Pine Sash and Panel Doors 


— 

Li, ti, — 
Ky 

WM tity, 


& BRUCE Ranch Plank, FLOOR | Bea aL eee 


For literature and prices, write s Montgomery Tee? ; J acidhes 
. a , SAN FRANCISCO 4, CALIF A pe ield Sie), mae Tal: 
E. L. Bruce Co., Memphis 1, Tennessee >, 


DOugiles 272-2060 Teletype SF 531 HOward 4-83¢ Teletype SK 2 
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NEW PRODUCTS 


(begins on page 46) 





Overhead Garage 
Door Hardware 


The Frantz Manufacturing Com- 
pany reports that their new Jamb- 
Type overhead garage door hard- 
ware, so called because it is mounted 
right on the door jamb, is so easy 
to install that a trained man can 
put up a door in twenty to thirty 
minutes. Only 154” side room is 
required, and only three inches 
headroom. It has adjustable lever- 
age, spring tension and adjustable 
starting power. It needs no track, 
and the compactly designed hard- 
ware comes all in one box. Complete 
instructions are included. The 
Jamb-Type set is available in two 
sizes, No. 137 for single car open- 
ings 6'6" to 714” high, weighing up 
to 150 pounds and the No. 160, de- 
signed for single or double car 
openings 6'6” to 7'4” high, weighing 
up to 300 pounds. Frantz Manufac- 
turing Company, Dept. AL, Ster- 
ling, Ill. 


For more data circle No. 7 on coupon, p. 64 


Plastic Tile Colors 


Cermak Tile Company, Ince., an- 
nounces the addition of seven new 
field tile colors and three new trim 
colors. The new field colors are 
charcoal-plain and marbleized, san- 
dalwood-plain and marbleized, bis- 
que-plain and marbleized and tan- 
glo marbleized. The new trim colors 
are charcoal, sandalwood, and bis- 
que. They are all plain colors. Cer- 
mak Tile Company, Inc., Dept. AL, 
4901 Brookpark Rd., Cleveland 29, 
Ohio 


For more data circle No. 8 on coupon, p. 64 


Carved Wood Paneling 


Craftsmanship and unique carv- 
ing processes have been combined 
to produce a new carved wood panel- 
ing for architectural use. Available 
in ten different patterns, all of the 
cabinet woods are carved by Klise 
and may be ordered either in solid 
lumber or as specially faced, built- 
up panel stock. The thicker built-up 
panel stock may be used as a struc- 
tural member, while solid lumber 
and thinner panel stock must be 
applied to framework. Sold by the 
lineal foot, the paneling starts at 
68¢ and comes in widths from 51,” 
to 12”. To assist the customer in 
estimating costs, Klise has also de- 
veloped square foot prices which 
range from $1.51 to $3.88 depending 
on specie, thickness of lumber or 
panel stock and whether one or both 
faces are carved. All paneling is 
sold unfinished. Klise Mfg. Co., 
Dept. AL, 50 Cottage Grove, 8.W., 
Grand Rapids, Mich. 


For more data circle No. 9 on coupon, p. 64 


Brick Pallet Strapping 


Some brick manufacturers find 
the light-weight Signode skid tool 
the choice for strapping pallets. 
Strapping is positioned in the ma- 
chine and brought to maximum 
tension on the pallet by simple 
backward and forward movements 
of the stretching arm. The balance 
and lightness of the tool makes 
unitizing operations simple and 
easy, Claims the manufacturer. The 
machine is built for use on 54” and 
4,” strapping. Signode Steel Strap- 
ping Co., Dept. AL, 2600 N. Western 
Ave., Chicago 47, Il. 

For more data circle No. 10 on coupon, p. 64 





What's YOUR Answer? 


Are you sure all your selling personnel 
have access to the best building material 
merchandising and product information? 
Hundreds of dealers all over the United 
States can chime in with an emphatic "Yes!" 
because ALL of their salesmen have indi- 
vidual subscriptions to the American Lum- 
berman. For example, the Heimbach Lumber 
Co., Duluth, Minn., has individual subserip- 
tions for each of their 11 salesmen. The 
salesmen receive the magazines every two 
weeks at their homes so they are constantly 
armed with the vital selling information they 
need daily. When three or more American 
Lumberman subscriptions are purchased at 
one time, the rate is cut in half: $1.50 for 
each. 


What's YOUR Score? 
9 or 10 correct: Excellent! 
7 or 8: Good. 5 or 6: Fair. 


ae I! page ad by Red Devil Te 
evoted to what type of hand tools? 


2. in a vitally important editorial, what 


does Art Hood 
help save the FHA? 


suaaest that you can d te 


hat firm makes American Fence? 
; vat firm ma 


4. What two new sales tools are being 


ed by the Ebenreiter Lumber Co.? 
"20 Mills + 


advertise 


5. What 
Serve You"? 
6. The Nuttle Lumber & Coal Company’ 
ales barm compares to what section of a 


department store? 


7. What lumber firm uses a diamond- 


shaped brand containing the letters ESM? 


8. How much did sales of paint and hard 
ware increase after the Mead Lumber Co 


opened its new showroom? 


makes Lumite Saran 


9. Who 
it oth? 

10. How does the American Lumberman's 
ADservice book help y 
on page 51. 


u improve your ads? 
Answer: 

















TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 














(To obtain more data on advertised products see page 64) 
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Air-Conditioning Units 

Matching units for year around 
conditioning installations, avail- 
able in either upflow or counter- 
flow designs, combine a two-ton air 
conditioner with a Majestic Model 
22 furnace, or a three-ton air con- 
ditioner and a Model 26 furnace. 
In the counterflow unit, the fur- 
nace discharges warm air down 
into the plenum during the winter. 
Back-draft louvers under the air 
conditioner close automatically. 
During the summer, the air condi- 
tioner blower takes over, using the 
same ductwork, and the furnace 
louvers close. The operation of the 
upflow is the same, but the plenum 
is across the top of the units. Ma- 
jestic Company, Inc., Dept. AL, 
Huntington, Ind. 


For more data circle No. 11 on coupon, p. 64 


Aluminum Window Glides 


The patented, a.r.b. Remov-A- 
Glide aluminum metals make glid- 
ing windows removable and permit 
adjusting for easy operation. The 
aluminum metals, with three 
spring tension adjusting screw 
units, are permanently affixed to 
the head jamb. Aluminum sill met- 
als have seep holes. A.R.B. Window 
Sales Co., Dept. AL, 306 E. State 
Fair Ave., Detroit 3 Mich. 


For more data circle No. 12 on coupen, p. 64 


ay 


ae Hack Saw 


The Double Hac-Saw has a 
frame which mounts two 12” blades. 
One blade is fine tooth for light 
work and the other is coarse tooth 
for heavier work. Each blade cuts a 
full 5” diameter and a single turn- 
buckle tightens both blades at the 
same time. Dreier Brothers, Inc., 
Dept. AL, 5642 Lake Park Ave., Chi- 
cago 3, Ill. 


For more data circle No. 13 on coupon, p. 64 
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Cement Block Lift 


Faster cement block handling on 
construction sites is the feature of 
a new Block-lift. Made of light- 
weight magnesium alloy, the Waco 
Block-lift enables the mason to 
hold the block firmly with one hand 
and butter and line up the block 
with the other. Each mason’s 
helper can carry two biocks per 
trip with the Block-lift. Waco Man- 
ufacturing Co., Dept. AL, 38565 
Wooddale Ave., Minneapolis 16, 
Minn. 


Fer more data circle No. 14 on coupon, p. 64 


3-D Villa Stone Siding 


A new stone design insulating 
siding is deeply embossed to simu- 
late the indentations and textures 
of natural stone. The edges of each 
panel are coated with the same 
pastel granules that appear on the 
panel face, thus aiding the conceal- 
ment of panel joints. This new 3-D 
Villa Stone Siding is produced in 
two pastel color combinations, one 
known as Greenstone, and the other 
- Redstone. Flintkote Co., Dept. 

830 Rockefeller Plaza, New York 
o 'N. Y 


For more data circle No. 15 on coupon, p. 64 


Accordion Aluminum Insulation 


Infra Multiple Accordion Alum- 
inum is so compact that 1,000 
square feet of it comes compressed 
flat and folded for shipment in a 
36"x22"x515” carton, occupying 21% 
cubie feet and weighing 55 pounds 
This single carton contains enough 
insulation for an average attic or 
crawl space and ca. be tucked un- 
der the arm and carried away. A 
builder can take up to 5,000 square 
feet to a job in the trunk compart- 
ment of his automobile. Infra In- 
sulation, Inc., Dept. AL, 525 Broad- 
way, New York 12, N. Y. 


For more data circle No. 16 on coupon, p. 64 
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OWENS-ILLINOIS, 
GLASS BLOCK 


PRACTICAL 


Here are two uses of glass block that 
will appeal to every homeowner, You 
can recommend glass block with con 
fidence. They are easy to handle and 
easy to install. They can be made to 
fit any size opening...no frame neces- 
sary. They never need to be painted 
or puttied. 


BEAUTIFUL 


This attractive panel of Owens-Illinois 
Glass Block No, 365 allows in plenty of 
light, keeps out sight. An easy wipe 
keeps the panel bright and sparkling 
A panel keeps the room warmer, too, 
Glass Block provide better insulation 
than a window and storm sash. 


PROFITABLE 


Home applications are practically lim- 
itless. Bathroom, basement, kit hen, 
garage, offer excellent opportunities for 
the use of Owens-Illinois Glass Block 
Block are easy to handle, easy to store. 
Plan now to push and profit from this 
practical, beautiful, profitable building 
material, For complete details how easy 
it is, write Kimble Glass Company, sub- 
sidiary of Owens-Illinois, Dept. AL-5 
Toledo 1, Ohio 


*Formerly known as INSULUX 


OweENs-ILLINOIS 


GENERAL orFicrs(]) ToLEDo 1, OHIO 
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Single Bore Lock 

The new Dexter #1100 Screen 
and Combination Door Lock re- 
quires only one hole for installa- 
tion. This is possible because noth- 
ing goes into the edge of the door. 
The strike contains a yielding lever 
latching mechanism which engages 
a latch bolt on the shank of the 
lever handle. Furthermore the 
strike is flush mounted on the sur- 
face of the door jamb. Therefore 
no mortising is required. The Dex- 
ter Single Bore fits all doors from 
5a" to 1%” thick. Dexter Lock Co., 
Subsidiary of National Brass Co., 
Dept. AL, Grand Rapids, Mich. 
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New Under-Eaves Ventilators 


Two new under-eaves ventila- 
tors are designed for installations 
under-the-eaves or in the wall, 
above foundation. They are built 
of rust-proof aluminum, with 
F.H.A. approved 8-mesh screen on 
back. Available in two sizes: 16 x 
8” and 16x 4”. The new ventilators 
are packed 10 to a carton. Leigh 
Building Products Div., Air Con- 
trol Products, Inc., Dept. AL, 
Coopersville, Mich. 


For more data circle No. 18 on coupon, p. 64 


New Power Sprayer 


An all-purpose power sprayer, the 
Mister is capable of throwing a 
dense, fine mist of insecticide or 
other spray material a distance of 
80 feet. The Mister will spray in- 
secticide, disinfectant, weed-killer 
and liquid fertilizer. The tank ca- 
pacity is 10 gallons and inside the 
tank is an automatic agitator which 
keeps the chemicals always at full 
strength. The All-Purpose Mister 
can also be converted to a power 





ADAMS 
OUTDOOR FIREPLACE 
UNITS & PARTS 
Many different styles to choose 
from. Ideal for Outdoor Cook- 


ing or for burning wastepaper. 
Grates and accessories are also 


available. 


Mfd. by THE ADAMS COMPANY, 106 E. 4th st., Dubuque, la. 








Phones: 8-8747 . 5.1191 





BRAZILIAN PARANA 


Air or Kiln Dried, Rough or Surfaced Two or Four Sides, Random 
or Stock Widths, Random Eight to Eighteen Foot or Special Lengths 


Kiln Dried Worked to Pattern Mouldings, 
Paneling, Casing, Base and Jambs 


CAR OR TRUCK LOADS—Quotations on receipt of your specifications 


THE FRANK A. CONKLING COMPANY 


Memphis 3, Tennessee 











(To obtain more data on advertised products see page 64) 


duster by removing the liquid tank 
and attaching a mechanically agi- 
tated dust tank. The duster holds 
25 pounds of dust. There is also a 
11% foot spray hose attachment with 
telescoping arm for spraying hard- 
to-get-at places with the conven- 
tional nozzle. Strunk Equipment 
Co., Dept. AL, Coatesville, Penna. 


For more data circle No. 19 on coupon, p. 64 


All-Steel Door 


The door is a series of inter- 
locking, built-up steel panels which 
can be varied in height and width 
to produce doors of any width up 
to 14’ and any height from 7'1” 
upward, in 6” steps. Individual 
panels are a series of pans of .036” 
rolled steel, welded to box members 
at the bottom and sides and within 
the span. Box members are .089” 
gauge steel. Easy operation is as- 
sured by the Crawford Marvel-Lift 
Mechanism and by the dual chain 
hoists which permit any size door 
to be operated easily by one man. 
Any size door may be equipped with 
a power operator which can be con- 
trolled from various points inside 
and outside the building and from 
moving trucks. All hardware is 
heavy duty and all operating strains 
are confined to the hardware; none 
is fastened to the door or to the 
structure. The all-steel door with 
Crawford Marvel-Lift Mechanism is 
competitively priced. Crawford 
Door Co., Dept. AL, 20263-25 Hoo- 
ver Rd., Detroit 5, Mich. 


For more data circle No. 20 on coupon, p. 64 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up" for 
service. With many long-established mill con 
tacts, knowledge of mill's specialties, resources, 
manufacturing and shipping facilities and a 
thorough understanding of buyer's requirements, 
the leading Western Wholesalers below can help 
you take the worry out of your lumber buying 
Tell them your needs. Let them supply your com- 
plete requirements 


564 Market St., 





San Francisco 4, Calif. 





VAN VALER LUMBER COMPANY 
Radio Central Bidg., Spokane 4, Wash. 


Phone: TEmpie 2743 TWX SP 19. 





WESTERN WOODS, INC. 


715 Spokane & Eastern Bidg., Spokane, Wash. 
WHOLESALERS — ALL W.P.A. SPECIES 
Riverside 7149 TWX: SP-104 


Carl E. Soderberg Lbr. Ce., Inc. 
1120 Old Nat'l Bk. Bldg., Spokane 8, Wash 
PINE SPECIALISTS 

Teletype SP-175 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PD572 





TEmple 1448 








Duncan Lumber Co., Inc. 


818 Securities Bldg., Seattle 1, Wash. 
Specializing in Fir Gutter, all sizes and patterns 





W. H. HEWITT LUMBER CO. 
Washington Bidg. Tacoma, Wash 


K. D. Ponderosa Pine; all grades including selects 
and shop 


MArket 0689 Teletype TA 009-U 





Morrill & Sturgeon 


Lumber Co. yy 
YEON BLDG., PORTLAND, ORE. 





WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 


SPOKANE - - - WASHINGTON 
Our 32nd Year 


BuiLpInc Pronucts MERCHANDISER 











Steel Serving Tables 

Portable all-steel serving tables 
that are rust-proofed for outdoor 
use are now being offered by Plaut 
and Lederman, Designed as an over- 
the-lap folding buffet table, the top 
is 14” by 17” with plenty of leg room 
afforded by its 25” height. One 
table in each set of four has a spe- 
cial feature that enables it to be- 
come the rack for the other three, 
eliminating separate rack cost. They 
can be sold as a set or individually 
and are available in five decorator 
colors. Plaut and Lederman, 1172- 
73 Merchandise Mart, Dept. AL, 
Chicago 54, Illinois. 
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Electric Lawn Trimmer 

The Homko Lawn Scout is a 
lightweight unit (only six pounds) 
and is powered by an electric mo- 
tor. The handle is adjustable from 
horizontal to vertical trimming 
positions and the five-inch rotary 
blade can be sharpened or re- 
placed. Grass to be trimmed is 
pulled into the path of the cutter 
by blade suction and design of the 
frame. A _ spring-loaded friction 
clutch protects the motor and 
shaft. Western Tool & Stamping 
Co., Dept. AL, 2725 Second Ave., 
Des Moines, Iowa. 
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Solution to 
What's YOUR Answer? 
Stop! Read questions on page 46. 
|. Wood scrapers. Ad appear 
ront cover 
2. Write y and Congressmen 
tating your positi n FHA; send carbor 
t your letter t Norman P. Ma n, FHA 
Administrator. Don't miss Art's editorial on 
17 whict vers an e that affects 


n, United 
n page |3 
and @ new demon 
ated nearby. TI 
9 article on a dual approach to 
me starts n page 18 
Webster & hnson, In 
on page 4 
r bargain vase 
his fir uccessfully attracts 
€ f e-minded istomers. The st ry 
on page 24. 
Canadian Forest Products, Ltd., Eburne 
sawmills Division. Ad's on page 64, 
8. 30%. The informative story entitled, 
store Layout Brings New Bu "8 
n page 26. 
Chicopee Mills, Ir Lumite Division. 
s on the back cover, 
The free ADservice book includes 
ens of ad layouts, copy suggestions and 
tions of the 254 mat illustrations in- 
n the service. See page 4 for 
details on this unique adve ng 
ir business. 


Fast shipment 

«+» dependably to your exact 
needs in West Coast Douglas 
Fir, WCLB grade stamped, 
antl-stain treated. 

Let us show you. 


Air-Kinc 


MANUFACTURING CORP. 


TIGARD, OREGON 

















CASH IN 


RED CEDAR CLOSET LINING 


SEAL- 
PACKAGED 
FAST-MOVING 


Nationally 
duertised 
BROWN’S 


SUPERCEIAR 


Guaranteed 90% Red Heart-100% Oil Content 


Our national advertising annually produces thous- 
ands of customer inquiries which are turned over 
to our dealers for follow-up. Here is an active 
market for cedar closet lining. Brown's SUPER- 
CEDAR is a fast-moving, 

profitable item and is 

produced by the largest 

and oldest experts in 

the business. Sold only 

through leading jobbers 

and millwork distribu- 

tors. 


Write for Builders Folder and Consumer Booklet 





PRODUCT OF 


GEO. C. BROWN & CO., inc. 


GREENSBORO, N.C Estal 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 


(To obtain more data on advertised products see page 64) 





\ > SALES AIDS — 


Door and Window Panel 


These new display panels are de- 
signed for use with Sto-A-Co alu- 
minum combination storm windows 
and screens as well as doors. The 
floorstand demonstrators are easily 
attached to the deluxe Triple Track 
Window, the companion budget 
window and the Sto-A-Co combina- 
tion door. Working drawings or 
complete displays are available to 
all Sto-A-Co outlets. Storm Win- 
dows of Aluminum, Inc., Dept. AL, 
Apco, Ohio. 

For more data circle No. 23 on coupon, p. 64 


You'll find it 
profitable 


to Sell Stewart 


Nationally Advertised 
Products 


Stewart ucts are 
ood selling items for 
uilding supply dealers 

because they are al- 

ways in demand. If you 





are not getting your share of this TTT 
Chain Link Wire Fence 


business, write for literature and 
get acquainted with the Stewart 
line. Dealers everywhere are mak- 





ing extra profits through the sale 
of Stewart products. Write for 






































catalogs today. 
Settees, Flagpoles 


Other Steel Folding 


Stewart Gates 


Wire Wind 
Money Guards ns 


Makers 


THE STEWART IRON WORKS CO., INC. 
2151 Stewer Bleck, Cincinnati 1, Ohic 


Bronze Plaques, 
etc. 


(Te obtain more data on advertised products see page 64) 


tron Picket Fence 


Wire Mesh 
Partitions 


Packaged Furniture Glides 
Arrowhead Stainless Steel Glides 


are packaged in sets of eight on- 


attractive two-color boards and 
cello-wrapped to prevent loss. Pack- 
aging is designed for counter tray 
display, but a self-service counter 
merchandiser and display unit will 
also be available to the trade. Stain- 
less Steel Glides are made in the 
four most-called-for sizes .. . 4%", 
52”, %4”" and 7%”. Arrowhead super- 
hard nickel-plated glides are also 
offered in similar packaging for the 
retail trade to meet a lower price 
demand. Manhattan Mfg. Co., Dept. 
AL, Waterbury, Conn. 
For more data circle No. 24 on coupon, p. 64 


Miniature Flip Chart 

Visual aids in selling Miraplas 
tile help distributors and dealers 
improve their wall tile profits. 
S & W found one of its most suc- 
cessful sales tools was a dramatic, 
15-sheet flip chart. This flip chart 
was so well received at Miraplas 
sales and installation clinics all over 
the United States, wholesalers and 
dealers asked if they could have 
copies. S & W has reproduced the 
entire sales package in handier, 
8,” x 11” size. S & W Moulding 
Co., Dept. AL, 990 Parsons Ave., 
Columbus 6, Ohio. 
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SIZE 


Highest Quality 


FINISH 


Tere): 


; / 
BUTTS Lowest Prices! 


Compare... 
your present costs 
with these LOW, 
Low NET Prices! 


QUALITY GUARANTEED 


PRICE oe 


PER BOX PER PAI 





3" x is 


Srass Plated, Loose 
Pin, Ball Tip Butts. 


1 Pr. with 
screws. 


$ 37 





7 tran Pi 
3i/a" x 3/2" Fin sail Tip Bute, 


1 Pr. with 
screws. 








i" 17,"" Prime Coated, Loose 
3'/ x 3, Pin, Button Tip Butts. 


1 Pr. with 
screws. 














Ba" = Wa" etn et ae 


1 Pr. with 
screws. 
































4" x 4" 


Brass Plated, Loose 
Pin, Ball Tip Butts. 


1 Pr. with 
screws. 





-: Bee 


Prime Coated, Loose 
Pin, Button Tip Butts. 


1 Pr. with 
screws. 





4" x 4" 


Brass Plated, Loose Pin, | Pr. with 
Button Tip, TEMPLATE. screws, '/2M-\/,W 





4" x 4" 


Nickel Plated, Loose 
Pin, Button Tip Butts. 


1 Pr. with 
screws. 





" id i Pp 1 h 
aia" x 22" Fi givettes. 


6 Pr, with 
screws. 





_ x 3" 


Zinc Plated, Tight 
Pin, Rivetted. 


6 Pr, with 
screws. 








Mewwtectwred Ab ced tor 





ALL BUTTS PACKED 100 PAIRS TO A WOOD CASE 


MAIL OR PHONE YOUR ORDERS TODAY! 





All Prices WET FO. © Mew Yor 


SEWARD HARDWARE & METALS CO. 


Knickerbocker Station, Box No. 103, New York, WN. Y. 
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R.O.W. 


Build customer confidence by recommending the 
window with extra appeal—extra value. 


R:O-W windows lift out for easy washing 
or painting inside the house. The 
concealed springs which permit sash 
removal also insure pressure-snug closure 
during all kinds of weather. 


Your customers deserve the best 
SALES CO. 1330-68 ACADEMY AVENUE + FERNDALE 20, MICHIGAN 


ROW is the registered trade mark of the R.O.W. &. Co, 


Buitpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 64) 








MOUNTAIN 
MILLS 


PONDEROSA PINE 
PANELING 
MOULDINGS 

CUT STOCK 


” *” ” 


FIR AND LARCH 
» WHITE FIR 
DIMENSION & BOARDS 


Blue Mountain Mills’ large timber 
holdings in John Day Valley ore in 
the center of one of the country’s 
finest stands of Ponderosa Pine and 
associated species. Our facilities and 
care in the manufacture of this raw 
material give you lumber and lumber 
products of outstanding quality and 
salability. 


100% KILN DRIED 


Courteous, efficient handling of all in- 
quiries and orders. Write, wire or phone— 





NOW... 
NEW REVISED EDITION 


560 page volume — 5 x 6 inches. New 
ideal size — big enough to lie flat — 
easier to use, easier to read! 


LUMBERMAN'S ACTUARY 


by JOHN W. BARRY 
11th edition 1954 


The well known Barry Lumberman’s Actuary 
has been completely revised and expanded and 
will be ready for immediate distribution. 


TOP DOLLAR page is now $400.00 per M in- 
stead of $150.00 and the starting unit price is 
$20.00 — a total of 461 main dollar pages 
plus pricing units of squares such as shingles. 


PIECE PRICE tables have been added to each 
of the traditional Actuary dollar pages. The 
price per piece of any standard commercial 
size of lumber 8 to 20 feet long is given at any 
of the prices shown. 


No looking in two places or writing out your 
own piece price schedule. 


It is all in the new Actuary right under your 
thumb. This is the first time such a set of tables 
has been offered. You can sell by the piece or 
by the thousand—all from the same page and 
same book at any desired price. 


Actuary estimate and data pages have all been 
revised and new material added. The cover is 
a durable fabric with stitched binding that 
allows the book to lie flat. Linen faced index 
tabs are varnished for greater durability. Total 
pages are now 560 vs the old 504. 


f 
The price is only $16.50—-you can’t afford to 
miss not having this new edition. Send in your 
order today and we'll send you your copy right 
off the press. 


American Lumberman, Inc., 139 N. Clark, 
Chicago 2, Illinois 





(To obtain more data on advertised products see page 64) 
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The Dollars You Spend With Your Independent 
Plywood Jobber...Wind Up In Your Other Pocket 


Your plywood jobber is an independent local 


businessman. His relations with you are dic- 
tated by the facts of your business. His policy is 
to increase his business by helping you to im- 
prove yours. His interest is local and personal. 
He has intimate knowledge of local marketing 
conditions. He helps you to develop and profit 
from product and sales possibilities in your 
community. He also has the benefit of the think- 
ing of not one, but many national suppliers con- 
cerning product and sales trends which he 


realistically evaluates in relation to local re- 
quirements. He cuts your costs by maintaining 
a diversified on-the-spot inventory, thus freeing 
your capital for other purposes. He increases 
your profit by helping you sell the products the 
market can best absorb. Every dollar you spend 
with your plywood jobber is an investment in 
your own future, Evans Products Company, 
Plants: Coos Bay and Roseburg, Oregon; Van- 
couver, B. C.; Sales offices: Plymouth, Mich., 
New York, N.Y., Chicago, Ill., Coos Bay, Oregon. 


Lt pays you Lo do business...with youl indaperdene plywood, (jobber 
EVANEER FIR PLYWOOD 


PRODUCTS COMPANY AND W000 PRODUCTS 


Buttpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 64) 








SALES AIDS 


(begins on page 52) 





Dealer Paint Kit 


A Resistilite kit includes attrac- 
tive color cards with chips of 36 
colors; several overhead stream- 
ers; bill stuffers and counter 
pieces; and a compact display fea- 
turing an actual asbestos shingle, 
half of which has been painted 
with Resistilite. Resistilite, a new 
rubberized coating, is made with 
Goodyear’s Pliolite 8-5, which 
gives it resistance to water, alka- 
lis, acids, mildew, stains and dis- 
coloration. Murphy Paint Div., In- 


terchemical Corp., Dept. AL, 224 
McWhorter St., Newark, N. J. 
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Your own 


OAK FLOORING 


Has all these advantages 


@ GREATER STRENGTH 
@ EYE-CATCHING BEAUTY 
@ ADDED SALES APPEAL 


You've got to see this flooring to appreciate 

its beauty —and it's as durable as the Ozark 
mountains from where it is grown. 

Ozark Oak Flooring is dried in modern kilns and 
supplied with a satin smoothness that requires 

a minimum of sanding and finishing — saves you 
time and money. It is NOFMA graded under strict 
manufacturing control for matching consistency. 


Yes, you be the judge and see for yourself why 
Ozark Oak Flooring is better, Specify it on your 
next Flooring order, 


€ dhe 
< The OZARK OAK FLOORING CO. 


BISMARCK, MISSOURI 


Available in all standard sizs. 


(To obtain more data on advertised products see page 64) 





Em) Production & Wetordry 


Sandpaper 


FOR FASTER, EASIER SANDING 


Sandpaper Display Cabinet 

A sandpaper display cabinet is 
now offered in three deals; K-1, 
K-2 and K-3. Each deal is built 
around a yellow and green cabinet, 
1014.” by 11%” around the base, 
stands 18” high and displays the 
sandpaper with grit designations 
and brand clearly marked. Deal 
K-1 includes five grits of Produc- 
tion paper and three grits of Wet- 
ordry Tri-M-Ite paper. Deal K-2 
has five grits of Imperial flint pa- 
per and three grits of Crystal Bay 
emery cloth. Deal K-3 includes five 
grits of 3M garnet paper and three 
grits of Wetordry Tri-M-Ite paper. 
In all three deals the five-grit 
series includes very fine, fine, me- 
dium, coarse and very coarse; the 
Wetordry series contains super 
fine, extra fine and very fine; and 
the emery cloth is in fine, medium 
and coarse. Minnesota Mining and 
Mfg. Co., Dept AL, 900 Fauquier 
St., St. Paul 6, Minn. 


For more data circle No. 27 on coupon, p. 64 


This simplified tool kit is de- 
signed to help the amateur do a 
successful job of paperhanging. It’s 
especially adapted for hanging the 
new trimmed and pastel papers. A 
feature tool in the kit is a razor 
knife for the cutting and trimming 
of paper. A full set of illustrated 
instructions titled “Paperhanging 
from A to Z,” is included along 
with a pasting brush, smoothing 
brush, seam roller, razor knife, 
chalk and string and extra razor 
blades. Warner Manufacturing Co., 
Dept. AL, 801 16th Ave. S.E., Min- 
neapolis 14, Minn. 

For more data circle Ne. 28 on coupon, p. 64 
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How To Get Home Owners 
In Your Area 


To Spend More $$$ With You 


You will have practically guaranteed your- 
self that more of the consumer dollars in your 
area will come to your yard, when you send 
homeowners HOME Maintenance & Improve- 
ment magazine. 


It’s a full size magazine, of high quality 
and real beauty. Everything about it is de- 
signed to encourage readers to want to build 
onto, improve or maintain their property. It 
supplies essential home building information 
—how to do it, what to use and where to buy 
necessary materials, parts and tools. It’s the 
best salesman in print! 


HOME Maintenance & Improvement mag- 
azine service is available only to retail lumber 
and building products dealers. It was de- 
signed specifically to solve their local general 
advertising needs. And each dealer subscrib- 
ing to its service is protected from any 
duplication of names in his trading area. 


It’s inexpensive . . . the total price per copy 
mailed is less than what it costs you to dic- 
tate and send a personal letter. And it’s 
simple to use. We imprint the name and 
address of your company prominently on the 
front cover of each copy you order. When 
your customers and prospects receive it, it 
bears your name, therefore—it’s your maga- 
zine! Then, we address and mail—paying 
the postage—to whomever you select. That’s 
all there is to it! 


The result, of course, is that readers inter- 
ested in something shown in the magazine 








ay 
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are directed exclusively to you. You can’t 
miss! 


Is it tested? Over 1,500 retail lumber 
dealers are having us mail over 400,000 copies 
of the big Summer 1954 issue, June Ist, to 
their customers and prospects. It’s the big- 
gest and best thing of its kind! 


Like to examine a copy of HOME Mainte- 
nance & Improvement, without obligation? 
We will gladly send you a free sample copy, 
if you’ll inquire as indicated below. 


(STIs) 
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Maintenance & Improvement 


Service Manager, Room 2002, 139 N. Clark St., Chicago 2, Illinois, FInancial 6-5380 


Another effective service developed for the retail lumber and building products dealer by American Lumberman and Building 


Products Merchandiser magazine. 


Buitp1inc Propucts MERCHANDISER 


(To obtain more data on advertised products see page 64) 
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NEW <<} EQUIPMENT 


Radial See-Saw 
The vertical Radial See-Saw is 


Conveyor "Y" Flipswitch 

A gravity roller “Y” flipswitch 
is portable, light and easy to move 
to any point. Made with steel ball 
bearing rollers, the flipswitch is 
two 45° curves in the form of a Y. 
It can move material in either di- 
rection, left or right, by the flip- 
ping of a manual switch. This new 
Speedways item is available in 12”, 
15”, or 18” widths. It can be made 
to provide 90° turns by using two 
extra standard curves. Speedways 
Conveyors Inc., Dept. AL, 194 
Speedways Building, 202 Rhode 
Island St., Buffalo 13, N. Y. 


Radial Arm Saw 


A new model 1% HP Junior 
Model Comet Saw has a number of 
design changes. A new starting 
switch close to the pull handle, large 
red dial plates placed in position 
easy to read and see, streamlined 
adjustable saw guard with anti-kick 
back dogs, and a new wider cutting 
table are some of the changes fea- 
tured. Consolidated Machinery & 
Supply Co., Dept. AL, 2033 Santa 
Fe Ave., Los Angeles 21, Calif. 


designed to meet the requirements 
of lumber dealers and small mills. 
The saw cuts to its full normal ca- 
pacity (depth) and may be de- 
mounted for portable use. The unit 
makes an efficient cutting pass of 
50”. The saw retracts between the 
supporting columns clear of the 
panel. For ripping the saw may be 
shifted crosswise in the carriage. 
The carriage is mounted on four 
hardened rollers equipped with oil- 
ite bearings for long life and easy 
gliding action. For angle cutting 
the entire machine may be swung 
as desired. See-Saw, Dept. AL, 
4140 Syracuse, Dearborn, Mich. 


For more data circle No. 29 on coupon, p. 64 For more data circle No. 30 on coupon, p. 64 For more data circle No. 31 on coupon, p. 64 


PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 














Trade Mark 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 


ALIFORNIA 





Registered 





























Paint Profits for 





Building Material Merchants! 


Bruning Brothers, Inc. has on its staff men of consider- 
able experience in building profitable paint sales traffic for 
the building material merchant. BRUNING prices permit 
independent merchants to meet direct pair.t factory compe- 


tition, We have no company owned or sponsored stores. 


For information, write: 


BRUNING BROTHERS, INC. 


4209 FE. Chase Street, Baltimore 5, Maryland 
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SUGAR & WESTERN 
PINE AGENCY, INC. 


# | MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


SUGAR ‘Pattern Lumber 
Selects and 
Sa Be ally 
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“This Van of Padgett-Smith 
Oak Flooring is the finest I've 
ever received!” 


os 
- 
- 
- 
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a 


“Padgett-Smith Van Service on Oak 
Flooring is tailored to my needs.” 


Why don’t you demand the best in service on 
fine oak flooring? Padgett-Smith trailers give 
direct delivery within a 500 to 600 mile halbin 
—or regular freight shipment to points beyond. 
Padgett-Smith flooring meets all NOFMA 
standards of manufacture and grade . . . and 
has the plus values that mean builder and 
homeowner preference. For service and sales, 
try P.S. today! 


Representatives in most states. 


Write or phone for details! " PA 
Ne tees) 


=» 


\ 
A 
ADGETT-\) MITH |g Role) i), lem aer 


Manufacturers : 
PHONE 31 MOUNTAIN VIEW 











ANACONDA 
COPPER 


MINING COMPANY 


Lumber Department 


BONNER 
MONTANA 





























Buttp1nc Propucts MERCHANDISER 


Reduce Delivery Costs 
and Speed up Deliveries 


Load or Unload a Load 
or Half Load at a Time 
Complete Beds Shipped KD 


Easy Assembly & Mounting 
Write, wire or phone for Coteleg ond Prices 


The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 








Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 20 Million for past half century under exacting Forest 
Management Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 
DEFEND YOUR TRADE WITH 


MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 


(To obtain more data on advertised products see page 64) 








NEW \.. LITERATURE 


Techniques for installing insulation 
are discussed in a illustrated instruc- 
tion folder, Diagrams and illustrations 
demonstrate how to install between 
wood beams, steel beams and trusses, 
around ducts and pipes, on masonry 
walls, cement and wood floors and 
other shallow spaces. Infra Insulation, 
Inc., Dept. AL, 525 Broadway, New 
York 12, N. Y. 


For more data circle No. 32 on coupen, p-. 64 


How to get the most out of walkie- 
type electric industrial truck is pre- 
sented in revised Bulletin P-1033. With 
a cartoon technique to illustrate the 
points, the 16-page booklet serves as 
a guide for the efficient operation and 
trouble free maintenance of Yale 
Worksaver Electric Trucks. Yale Ma- 
terials Handling Div., Yale & Towne 
Mfg. Co., Dept, AL, Philadelphia 15, 
Penna. 


For more data circle No. 33 on coupon, p. 64 


Finishing concrete walls with Agra- 
seal, a water repellent brush coat, is 
discussed in a folder published by 
Tamms Industries, Inc. A color chart 
and mixing directions are part of the 
information. Tamms Industries, Inc., 








— 
‘DURHA m > | (were's the one that \ 
WON'T SHRINK 


AT F This modern plastic in 
powder form makes 


lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


PUTTY 


WiLL NOT SHRINK 








ICKS AND STAYS Puy 
eee, 


) dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
rear.” What's more, 
Du rham’s Rock- 
Hard Water Putty 
sy you by far the 
st profit-margin on 
any product of this 
nature, Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
I) out or chi off. Durham’s Rock-Hard 
ater Putty not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel Spot or polish it to a velvet smooth 
finish. y to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. * Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
jay. Available in 26, 50, 100-lb. drums for 
ndustrial users. Order from your jobber. 


PLASTIC Rewair Materiol 
in POWDER Form 


(To obtain more data on advertised products see page 64) 


Dept. AL, 228 N. La Salle St., Chicago 
1, Il. 


For more data circle No. 34 on coupon, p. 64 


The Barry Lumberman’s Actuary 
has been completely revised and ex- 
panded and will be ready for immedi- 
ate distribution. Actuary estimate and 
data pages have all been revised and 
new material added. The cover is a 
durable fabric with stitched binding 
that allows the book to lie flat. Linen 
faced index tabs are varnished for 
greater durability. Total pages are 
now 560 vs the old 504. The price is 
only $16.50. American Lumberman, 
Inc., Dept. AL, 1389 N. Clark, Chicago 
2, Til. 


For more data circle No. 35 on coupon, p. 64 


Parker Kick Plates are described 
and prices listed in the latest Parker 
Bulletin. Parker Kick Plates are fur- 
nished in aluminum, brass, bronze, and 
stainless steel, and can be fabricated 
to special sizes and shapes. A catalog 
sheet enclosure also features Parker 
butt hinges, spring hinges and floor 
hinges. S. Parker Hardware Mfg. 
Corp., Dept. AL, 27 Ludlow St., New 
York 2, N. Y. 


For more data circle No. 36 on coupon, p. 64 


The Sterling 600 Series Sliding Door 
Hardware, is featured in the condensed 
catalog No. 17. It shows exclusive 
aluminum track with built-in trim, 
adjustable hangers with nylon rollers, 
door guides, door cushions, pulls, locks 
and other accessories for by-passing 
doors and wall pocket doors. Sterling 
Hardware Mfg. Co., Dept. AL, 2345 
W. Nelson St., Chicago 18, III. 


For more data circle No. 37 on coupon, p. 64 


Reynolds Architectural Aluminum, 
the 1954 version, is now available for 
distribution. Many standard designs 
such as doors, windows, store fronts, 
awnings, spandrels, siding and curtain 
walls are featured with brief analysis 
of aluminum’s main points for each 
application accompanying the illustra- 
tions. Items such as thresholds, sills 
and stools, railings, gravel stops and 
copings which are warehoused by dis- 
tributors are illustrated with cross- 
sectional details. Reynolds Metals 
Company, Desk PR, Dept. AL, 2500 
S. Third St., Louisville 1, Ky. 


For more data circle No, 38 on coupon, p. 64 


Split-level plans are playing an in- 
creasingly important role in the an- 
naal home planning guide, Homes for 
Living, by Samuel Paul, A.LA. The 
fourth edition of this one-dollar book 
has just been published by Architec- 
tural Plan Service. 45 homes are dis- 

layed, 15 designs in each of three 
amily income brackets: $2,500 to 
$5,500; $5,500 to $7,500; $7,500 and up. 
Seven easy steps to home ownership 


are set forth in this authoritative home 
planning guide. An abundance of 
photographs and sketches aid in vis- 
ualizing the interiors. Architectural 
Plan Service, Inc., Dept. a Macy 


Building, Jamaica, L. I., N. 


For more data circle No. 39 on coupon, p. 64 


Garden lighting and play area light- 
ing equipment are covered in new 
catalog No. 135-54. Many items have 
been added to this line, including a 
group of component parts for the do- 
it-yourself trade. Steber lighting 
equipment is portable, being equipped 
with aluminum ground spikes and 
extra long cord sets. Steber Manu- 
facturing Co., Dept. AL, Broadview, 
Ill. 


For more data circle No. 40 on coupon, p. 64 





Information Offered 
In Advertisements 


Do 


ADVERTISING AID: Sample, informa- 
tion; Home Maintenance & Improve- 
ment magazine. See adv’t p. 57. 


CLOSET LINING, cedar: Folder, book- 
let; Geo. C. Brown & Co. See adv't p. 
51. 


DOORS, flush: Information; Wisconsin 
Door Co. See adv’t p. 41. 


DOORS, hollow metal: Information; De- 
troit Steel Products Co. See adv’t p. 


DOORS, steel access: Information; In- 
land Steel Products Co, See adv’'t p. 
67. 


FENCE: Sales aids; American Steel & 
Wire Div., U. S. Steel Corp. See adv't 
p. 13. 


FENCE: Catalogs; Stewart Iron Works 
Co., Inc. See adv’t p. 52. 


FENCE, wood: Catalog; Wood Products 
Co. See adv’t p. 65. 


FLOORING, Oak: Literature; E. L. 
Bruce Co. See adv'’t p. 47. 


GLASS BLOCK: Information; Kimble 
Glass Co. See adv't p. 49. 


LUMBER, engelmann spruce: Booklet; 
Pack River Sales Co. See adv’t p. 35. 


LUMBER, western white spruce: Book- 
let: Alberta Forest Products Assn 
See adv’t p. 11 


PAINT: Color system information; Na- 
tional Lead Co. See adv’t pps. 30-31. 


POLES, treated: Information; J. Neils 
Lumber Co. See adv’t p. 41. 


SIDING, asbestos-cement: Information; 
Keasbey & Mattison. See adv’'t p. 25. 


TOOLS, masonry: Catalog; Goldblatt 
Tool Co. See adv't p. 39. 


TOOLS, power: Information; DeWalt, 
Inc. See adv’t pps. 6-7. 


TOGLS, power: Folder; 
Works. See adv’t p. 65. 


TRUCK BODY, roll off: Catalog; The 
R-B Company. See adv’t p. 59. 


TUB ENCLOSURE: Brochure; Ludman 
Corp. See adv’t p. 21. 


Tannewitz 


WINDOWS, wood: Sales alds; Malta 
Mfg. Co. See adv't p. 8. 


May 31, 1954, AMERICAN LUMBERMAN & 





Vee Whad St Viki vo Add B 


Bedroom, for instance— 








In kiln-dried 

dimension that nails without 

splitting; center-matched sheathing for high 
insulation factor; standard patterns* in siding of smooth, 
even, rosin-free texture, that holds paint without bleeding! 
All in Trade and Grade Marked Arkansas Soft Pine... 


double assurance of quality beyond question. 


» Shown, is 1x 10” No.119. 


ROSSETT LUMBER COMPANY 


A DIVISION OF THE CrOSSETT ComPaANy 
CROSSETT, ARKANSAS 


“ 


Foupss2 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $2.00 





1 Time — 10c per word for each insertion. 
Minimum charge of 50c per line. 


3 Times — 9c r word for each insertion. 
Minimum charge of 45c per line. 


6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 


26 Times — 7¢ « word for each insertion. 
Minimum charge of 35¢ per line. 


BB ote for Sry section ay | Pub- 
is s office ys poceetne te pub- 
lication. Advertisements set in uniform 
6 point ore No cuts my special borders 
allowed. lease indicate classification de 
Publichen reserves right to classify, 

edit or reject any classified advertisement. 
or cash discount 


For advertisements bearing box number count 
five extra words. There are be geen 
five words to a line and when less are spe 
fied or used, regular line rate is ch 
When answering box numbers or mailin ng 
copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark §&t., Chicago 2, Il. 





HELP WANTED 





Wanted an ist rintendent for plant 
making special oon mill work and a 
doors. © foreman for sash and door de- 


triment. Address Box &S-35, American Lum- 
erman, Inc. 





Peotustnn eenene for eases millwork plant 
in South doing stock and special work. Ex- 
ceptional opportunity for thoroughly experi- 
enced executive th top previous record. 
Write fully P. O. Box 168, Mobile, Alabama. 


WANTED: A man with some retail lumber 
background, who has found that his main 
interest is selling farm buildings. We sell 
complete building packages and turn-key 
erected ete. aes a commsare building mate- 
als and building service line. Good oppor- 
Pony SS you can earn. Lester's 
Inc., Lester Prairie, Minn. 





Excellent opportunity for aggressive salesman. 
Well rated ( hicago wholesaler requires man 
for est di and/or Michigan ter- 
ritory. a 4 desired. Will train man 
with sales experience in retail lumber or other 
lines. Compensation open. Send resume of 
experience and phone number. All replies con- 
fidential and li be answered. Address Box 
T-52 American Lumberman, Inc. 





Lumber and building material salesman. Yard 
in Northeastern Indiana. Excellent opportunity 
with di old established concern. Re- 
plies strictly confidential. State age, experi- 
ence, salary, etc. Address Box T53 American 
Lumberman, Inc. 





seen with experience detailing and billin 

cial millwork, such as school houses an 
churches. Your age and background in first 
letter. Mill located in Wisconsin. Address 
Box T-60, American Lumberman, Inc. 





SITUATIONS WANTED 





TIVE. Retail’ DIVERSIFIED EXPERIENCE, AC. 
Smet ‘tard, oe, Sales. Relocate. 
nsibili Congenial, enthus. 


— Address Bons. §-28, American Lumbev- 


Experienced lumber and building supply man. 
12 years’ e 

office and sales work. Desire conn 

good firm. Address Box T-54 American Lum- 

berman, Inc. 


62 





SITUATIONS WANTED 





NEED CAR UNLOADERS? ? 

Use Manpower, Inc. men to unload your 
lumber in a hurry. MANPOWER. 
INC. in Milwaukee, Chicago, Cleve- 
land, Cincinnati, St. Louis, Pittsburgh 
—or eB Mr. Richmond, Manpower, 
/_ 330 W. Kilbourn Ave., Milwaukee 
3, Wisc. 


Hardwood Grader desires posi as | ct 
or Yard Foreman. ipcisee, vena all species in- 
cluding Philippine Mehegeng. -HLL.A. rules. 
Married, age 37. Will relocate anywhere. 
References. Address Box T-27, American 
Lumberman, Inc. 








LUMBERMAN. Thoroughly experienced all 
phases of large retail lumber and buil 
Fine sales record. 3 
rs Sia, ambitious and to work hard. 
[coking for good opening wholesale or retail 
organization. Relocate, t Coast postysses. 
Address Box T-59, American Lumberman, Inc. 








SALES REPRESENTATIVES 
AVAILABLE 





Attention Lumber, Millwork and 
Building Product Manufacturers. 
We are sales representatives and warehouse 
jobbers to several hundred lumber 
dealers in the New .. New J area. 
If you have a new oduct can 
be merchandised to pF a are, through 
lumber ay we have the janization 
tional gressive a" organteat 
that can YY 3 job. Write to Box S$ 
can Lumberman, Inc. 


A wholesale distributing yard with siding and 
500 feet of shed room. Will handle Pine, 
Paneling, Plywood & eu on commission 

asis. A. Manasse Co., P. O. Box 265, 
Linden, N. J 





SALES REPRESENTATIVES 
WANTED 





MANUFACTURER'S REPRESENTATIVES 


WANTED by leading Menulecturer of — ~4 

a Advertised Sash B — 
complete line of We ers Pr 

Must have foll h an 

Manufacturers Building Material Su pad x Deal 

ers and Tract H 


MASTER METAL ay SERVICE. INC., 1720 N. 
Kilbourn Ave., Chicago 39, Illinois. 





wer 


Wanted active wholesalers and commission 
men with following, to sell Ponderosa Pine, 
Idaho White Pine, Engelmann Spruce, Fir & 
Larch, also Western ite Spruce from Can- 
ada. Large production. We are manufacturers 
and distributors. Want exclusive arrangement 
some territories. Responsible fast s o— 
Write fully. Address Box T-51 American 
berman, Inc. 





Manufacturers Representatives Wanted — ex- 
perienced in builders hardware field, and are 
now calling on buil material jobbers, lum- 
ber yards, hardware jobbers, contract hard- 
ware houses. We manufacture a fine quality 
line of residential hardware, cylindrical and 
tubular lock sets. The followin » tecdeniee are 
available: — Pennsylvania, all Mid-Western 
States, Arkansas, uisiana, Oklahoma and 
ag Address Box T-55 American Lumber- 
man, Inc. 





Wanted: A manufacturers representative call- 
ing on the large lumber dealers in Ohio, Penn- 
sylvania, West Virginia, and Illinois, for a 
desirable fast-selling line. Address Box T-61, 
American Lumberman, Inc. 





MACHINERY WANTED 





Wanted: Good Used Car Unloader ond Con- 
veyor for unloading Sand-Stone-Gravel, etc. 
Engine or Electric Motor Driven. “ 
Box T-46 American Lumberman, Inc. 


May 31, 


WANTED — RAILS 


RAILS WANTED 
Any ae a a 


w. DYER CO., 
2111-A Railway os Bldg., ‘aL Louis 1, Mo. 








STEEL RAILS 
16#, WH, WH, WH, 35H, 40% and Heavier 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 


RAILS, New and Relaying 


M. K. FRANK 
480 Lexington Ave., New York, N. Y. 





BUSINESS WANTED 





To buy a lumber yard in good smal! town, 
Northern Illinois or Southern Wisconsin. Ad- 
dress Box T-43 American Lumberman, Inc. 





LUMBER & DIMENSION WANTED 





Truck Deliveries — Yellow Pine 


We are large wholesalers, suvplying our trade 
in Ohio and adjacent area their requirements 
in Yellow Pine in the various grades and sizes 
by truck delivery—trucking by the mill on a 
36-48 hour basis. Several mills are currently 
supplying our needs but we require a few 
additional sources of supply. Stock must be 
thoroughly dry, correctly graded and priced at 
competitive levels. If interested write Box T-56 
American Lumberman, Inc. 





BUSINESS OPPORTUNITIES 





For Sale by Owners — well known lumber, 
building material and hardware business in 
fast developing east coast area, near West 
Palm Beach. oo e hardware store hy ~ 
downtown sho g area. o- 
cated on railroad with side track Po ag 
This business established in 1926 by owners 
— will consider selling both or either lumber 

d hardware departments. For ae par- 
pay write Box Holder, Route 2, Box 343. 
Lake Worth, Florida. 





MISCELLANEOUS 
FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





ADVERTISING YARDSTICKS 


Basswood, 2-color. Same price as 1-color. 
Also Paint Paddl I t Pp 





R. J. DUMONT CO. 
156 So. Melrose Ave., Elgin, Il. 


After all—there is » acting 
Woods an ringin ‘ia. 
a 
for Brochure and Prices 
ABA WOOD PENCILS 
P. O. Box 395 Tuckahoe 7, New York 


able 





TIMBER & TIMBERLAND 
FOR SALE 





FOR SALE 


Timber Limit, in East Algoma Dist. Ontario. 
Canada. It borders on Georgian Bay and North 
Channel waters. Area 100 square miles. Stands 
ft oom h hardwoods and s ‘oods. 

aged and ee" to discontinue lum- 
Dorie interested write. 
The Ward Ednie Pul 
Tehkummah. t. 
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BUSINESSES FOR SALE 


RETAIL LUMBER YARD FOR SALE 
On Eastern Shore, on main highway. New 
modern buildings, 5 acres land. Doing Trost 
business of $200,000. Inventory $60,000. Show- 
ing nice profit. Only interested buyers reply. 
+ Ramen Box T-48 American Lumberman, Inc. 





FOR SALE — Modern lumber manufacturing 
plant—Pine and Hardwood—Ample log supply 
—Profitable operation—Located in Alabama. 
Address Box T-57 American Lumberman, Inc. 


Retail Lumber Yard 
Small yard with railroad siding in Lead Belt 


of Missouri. Priced right. Address Box T-58 
American Lumberman, Inc. 





For Sale: A lumber yard and building material 
business located in southern Indiana. Good 
opportunity to make money — a growing com- 
munity. Address Box T-62, American Lumber- 
man, Inc. 


For Sale By Owner Retail Lumber business 
located in Northern Minnesota in good dairy 
community. Good buildings and equipment. 
Address Box 716 Gonvick, Minnesota. 


FOR SALE: Lumber and Building Supply in 
Pueblo, Colorado. Best location in Pueblo. 
Will lease real estate, etc. Sales volume 
extra good. Reason selling sixty years in 
lumber business. Address W. Brown, 
Lamar, Colorado, Owner. 


Sash and Door Business, St. Paul, Minn. Ac- 
tively engaged in School and Commercial 
Millwork also Stock Millwork Sales. Will sell 
majority interest $20,000 down, balance terms. 
Modern Building, Machinery Complete. Ex- 
ceptional opportunity for ualified person. 
Address Box T-49 American bon a Inc. 


FOR SALE 
Good Nebraska Yard located in Corn Belt. 
Good clean dry stock under good sheds. Own- 


er wishes to retire. Address Box T-33 American 
Lumberman, Inc. 





PROMPT SHIPMENT 





BUILDING PAPER 
Reflective Insulation 
Asphalt Felt—Red Rosin 
Nail Bags (Larger Opening) 
Twine (For Tying Lumber 
Miracle Adhesives & Anchor Nails 


SLIDING DOOR HARDWARE 
Joist Hangers (in Cartons) 
ay Varden Corners 

v all Ties — Areawalls 


NICHOLS ALUMINUM NAILS 
Wooster Brushes 
ttic & Roof Louvers 
Mirijature Louvers (l5c resale) 


(Selling only to dealers) 


HOSKING PAPER & SUPPLY 
P. ©. Drawer 43 Wilmette, Ml. 


BOOKS FOR SALE 


CYCLOPEDIA OF BUILDING TERMS. 64 
pages of definitions, illustrations, charts and 
tables to assist lumber and building material 
dealers in the operation of their business. 

1 of Fund tals of light construction 
and building materials for lumber dealers. 
E pr tati Price 50c. 


LUMBER AND ITS USES. By Kellogg. A 
practical outline describing in non-technical 
language the properties and uses of the prin- 
cipal commercial species of wood which are 


manufactured into lumber. Fourth 
Price $4.00. * Fou edition. 


HANDY LUMBER CALCULATOR. A useful 
pocket size manual including a lumber cal- 
culator for standard sizes, log rules, esti- 
mated weights of lumber and useful miscel- 
laneous lumber tabulations. Price 50 cents. 














AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 
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LUMBER & DIMENSION 
FOR SALE 





FOR SALE 
PONDEROSA PINE BOARDS 


and White Fir Dimension. 
Car Load Shipments from Idaho. 
Address Box S-42, erican Lumberman, Inc. 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 
Also 
Extension Ladder Rails 


Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 


Inquiries answered promptly:. 


Al Clements Lumber Co. 
P. ©. Box 908 
Eugene, Oregon 
Phone 5-3317 





TWX EGO4S 


For the ‘Do-it-yourself’ Shop — Northern Hard 
Rock Maple Blanks 18 x 18” x %" Glued 
up of kiln dried stock — surfaced 2 sides 
BIixe each {. o. b. New York State Shipping 
Point. Address Box T-31, American Lumber- 
man, Inc. 





USED MACHINERY FOR SALE 





FOR SALE or TRADE 
Used Fairfield Coal Car Unloader and Con- 
veyor — Electric Driven — used about three 
years — good condition — no junk. We have 
discontinued coal business. Address Box T-45 
American Lumberman, Inc. 


INTERNATIONAL LOG LOADING TRACTOR 
International Crawler Tractor, Model T-9, with 
Austin Western full revolving swing crane, 
hydraulically controlled. Gov't. purchased, 
excellent condition. Price $2750.00. 

Oo. Evans — Mt. Sterling, Ky. 


FORK LIFT TRUCKS 


Ross 

Capacity 18,000 Ibs. 
Lift 171/, ft. 

Power steering 

All weather cab 


Hyster 

Capacity 15,000 lbs. 
Lift 17Y2 ft. 
Sydreutie steering 
Hydraulic brakes 


1 Diesel Fork Lift Truck 
Capacity 10,000 Ibs. 
Lift 10 ft. 

Power steering 

Power brakes 

Four wheel drive 


Gerlinger Fork Lift Truck 
Capacity 16,000 Ibs. 

Lift 12 ft. 

Power steering 

Power brakes 

Overhead guard 

Less than three years old 


Hyster 

Capacity 7500 lbs. 
Lift 10 ft. 
Hercules engine 


Ross 

Capacity 15,000 ibs. 
Lift 14 ft. 

Power steering 
Power brakes 

All weather cab 


The above trucks are reconditioned and guar- 
anteed for 60 days against mechanical defects. 


We sell on time payments, and will take other 
equipment in trade. 


Harvard Equipment Co.., Inc. 
291 Cambridge Street. 
Alliston 34, 

Massachusetts 

Telephone St-2-0826 


Distributors: GERLINGER FORK LIFT TRUCKS 











Something NEW 
in 
Do-It-Yourself 
Literature 


DO TT YOURSELF 


Here's something you've always 
needed—for direct mail, home 
shows, in the store. It’s an eight- 
page, two-color piece of litera- 
ture that covers a wide range 
of home repair and remodeling 
jobs that are interesting to the 
do-it-yourself customers. 


This convenient 3!/4"x6!/," fold- 
er illustrates and sells all these 
products and home projects: 


¢ Paint »* Floor Tile 

* Insulation * Garages 

* Kitchen Remodeling 
Attic Conversions 
Recreation Rooms 


Porch Enclosures 


The cost is low—just $10.00 a 
thousand, postpaid. The folder 
may be imprinted with your 
name, address and telephone 
number for only $3.00 addition- 
al per thousand. Send check or 
money order to: 


AMERICAN LUMBERMAN 
139 N. Clark St. 
Chicago 2, Ill. 














THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 


SUPPLY OF HIGH GRADE WEST COAST LUMBER IN | 
ALL SPECIES 


CANADIAN Forest Propucts LIMITED 


EBURNE SAWMILLS DIVISION 
VANCOUVER, B.C. 
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“WHAT’S NEW!” 


, a e464 £6 et BP ewru aS SS eee 


19 20 21 22 23 24 25 26 27 28 29 30 31 32 33 4 35 3% 


“What's New” Items 
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(BO) renee Sn, J agar ogy Padgett-Smith Flooring Co 
(BP) Frost Forest Products 
(AA) Adams Co., The.... aieaerea a? Div. of Olin Industries, In« + 
(AB) Air-King Mfg. Corp ay ieee hy ala 
(AC) Alberta Forest Products pares we (8Q) Geneva Mfg. Co... 7 med Pachiyed Fools. 98 
(AD) American Lumberman, Inc..... & (BR) Goldblatt Tool Co 39 R°O*W Sales Co 
(AE) American Machine & Foundry 
Co., The . -6-7 
(EA) Americ an Steel & Wire Div 3 (CA) singe fn Sons Hinge Mfg Seward Hardware & Metals Co.. 
(AF) Anaconda Copper Mining Co..... 5: (CB) Ressae ai he Silbernagel, Geo. J.........600% 
(AG) Appalachian Hardwoods ‘ : Soderberg Lbr. Co., ine., 


: , : (CC) Hewitt Lbr. Co., W. H Ore Te cck 
(AH) Archer-Daniels-Midland Co (CD) Holt Hardwood Co "ate art Iron “Works Co 


(CE) Home Maintenance & Inec., Th 
(AJ) Belcher Lbr. Sales Co., Ltd.. a Improvement f 
(AK) Bemis Hardwood Lbr. Co ca ae 
(AL) Black & Decker Mfg. Co., The (CF) Inland Steel Products Co 57 Tannewitz Works 
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(AP) Bruce Co., E. L... ae be (CH) Kwikset Sales & Service Co Tennessee Coal & Iron Div, 
(AQ) Bruning Brothers, Inc... ese: Twin Harbors Lbr. Co 
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(AR) unyan Lbr. Co., Paul (CJ) Lightsey Brothers 


(BA) California Sugar & Western ae ; - ye vere ‘ 
Pine Agency, Inc... mia 5 U. 8. Steel Export Co 
(88) Canadian Forest Products, Ltd.. 6 (Ct) Malta Mfg. Co., The 
(BC) Cherry River Boom & Lbr. Co 3 (CN) McCracken & McCatl, In 
(8D) Chicopee Mills, Inc.. (CO) Menominee Indian Mills.... g Van Valer Lbr, Co.. 
Lumite Div. . 3 : R (CP) Morrill & Sturgeon Lbr, C 
(EA) Columbia-Geneva Steel Div , , (CQ) Mowbray & Robinson Lbr bee's 
(BE) Conkling Co., The Frank A F (CR) Mower Lumber Co., The... ‘ Wales Lumber Co 
(8F) Crisp Lbr. Co.. ME ‘ Wendling-Nathan Co 
(8G) Crossett Lbr. Co (DA) National Fund for Medical Western Wholesalers .. 
(8H) Curtis Lbr. Co 51 Education, The e% Western Woods, Inc... 
(DB) National Lead Co.... -% White Motor Co., The. 
(AE) De Walt. Inc x (OC) Neils Lbr. Co., J 4 Wisconsin Door Co... 
(8J) Duncan Lbr. Co., Inc 5 Wood-Mosaic Co., Inc 
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(DE) Ozan Lbr. Co.... 
(8L) Evans Products Co 55 (DF) Ozark Oak Flooring Co., The... | feck Mfg. Co., M 








——|_ PROF ITS for YOU! 


English Type —— 
RAIL and HURDLE | you seit FENCE iikeenbid uiilen 


We Carry Inventory for sheet changes 
7 Ever Ready Catalog Holders 
wit our Ves jo your your name, = keep catalog data at correct 
our ia Tatedo and ; reading angle with both 
West Virginia | hands free. They can be used 
. = on sales counters, buyer's 
desks and in warehouses for 


ALL TYPES <A L 0 quick reference. Dozens of 


other uses. 
For Estates or smaller Homesites. 


FOR LONG LIFE Se | yy —_ 


Entire fence (pasts and rails) 
treated with nationally known 


PENTA PRESERVATIV E ; { No. 12 completely filled with 


ten additional sections. 























Save Time * Temper ¢ Money! 


Ever have the éxperience of searching for a 
catalog for a waiting customer and find it 
8 like looking for “a needle in a hay- 


‘ z ’ tack?” Most likely you were able to find 
AUTOMATIC ‘ ' it easily — at a later date — when you 
GAUGE % i, > cid were hunting for another catalog. Ever 


Ready Catalog Holders keep every catalog 





sheet instantly available and in place. Each 


for Swing Saws : } ‘ section holds one inch of punched sheets 
é . keeps them in place makes them in- 
sais - stantly removable without disturbing the 
S AV E y $50 A MONTH balance, ONLY $5.65 Starts You Off — 
N MBER AND LABOR Order Additional Sections As You Need 
: Them! 


30 Days Free Trial No. 12 — Clerk's Side 


ER NOW, OR SEND FOR 
IRCULAR Geseve Mfg. Co., 405 Stevens St., Geneva, Wi. 
Gentlemen: Please ship me 
s sudo. V2 EVER READY Helder. 15 in wide, 


raneicw , 12/2 in, deep, 51/2 in. tilt. Sturdy steel, dork. Compeny 
TANNEWITZ WORKS green bakad enamel Capacity, |2 sections 
wings ond 2 sections: $5.65 Ea 

AN . te. 24 lke No. 12 but 30 in. wide and 

wes onpemiy St Fe saitens. Peay with Address 

sections $8.50 each 

Add’ Sections, $1.09 Ea City Stete 

NOTE: Types of punching — Kalamazoo 4-post (). Ring Binder 3-post () 


__ Money Back _Guarantee! _ 


ee ale 








Buitpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 64) 








What do you think of when you hear the word medical? 
..» Your family doctor? Your local hospita!? 
Miracles of modern surgery? The impressive procession 
of new life-saving drugs? 


Whatever comes to mind, remember this: no matter how 
specialized the various branches of medicine may be, 
they must all depend on one single source of manpower 
America’s compact network of 79 medical schools. 


These schools constitute the fountainhead of all medical 
services. Without their graduates, no hospital, no medical 
research laboratory, no health agency could function. 


Right now, the medical schools need your help. They 
need it urgently. They need it to provide enough doctors for 
our growing population and our military services, to 
maintain our unparalleled medical progress. Because 
medical educaticn is of such vita! importance to 

every American, more and more businessmen are coming 
to regard it for what it truly is... one of our great 
national resources, like the Red Cross, Community Chest 
and other essential public service agencies. 


Let us tell you how you can help. Write for more details 
on the medical schools’ needs, and how your firm can 
contribute to the solution of this serious national problem. 


without the roots there can be no tree 
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AMERICA’S 79 MEDICAL SCHOOLS 


(To obtain more data on advertised product: see page 64) 








FACTS YOU SHOULD KNOW 
ABOUT MEDICAL EDUCATION 


There are only 79 accredited medical 
schools in the United States. 

They train 82,000 undergraduates, 
specialists and technicians and gradu- 
ate 6,500 doctors annually. 

It costs from $10,000 to $12,000 to 
train a doctor today. 

Tuition fees, raised 84% over 1940, 
cover less than 20% of the cost. 

In the past decade medical teaching 
budgets have risen 143%; administra- 
tion and plant operation 150%. 

The medical schools need $10,000,000 
annually in additional income to main- 
tain present standards and train the 
necessary number of doctors required 
for America’s growing population. 
ALL 79 medical schools can be aided 
by a single gift to the National Fund 
for Medical Education. 

Contributions are distributed through 
annual grants according to a schedule 
approved by the medical schools. 

The National Fund is a voluntary, 
non-profit organization approved and 
supported by the American Medical 
Association and the Association of 
American Medical Colleges. 

For complete facts on the crisis facing 
medical education write to 


The National Fund for Medical Education, 
2 West 46 Street, New York 36, New York 





Advertisers’ Index appears on page 65 








R. Steel Access Doors 


go in faster 
— that’s why you sell more of them 












Style ‘'L'’ Access Door for plastered . ts f 
walls. Without expansion wings 





Bigger savings for builders 
and owners mean 
bigger profits for you 


The market for access doors is tremendous. Every 
home needs at least one — public buildings need hundreds. 
Milcor Steel Access Doors help you make the most 

of this big profit opportunity. 


Builders and plumbers save installation time and costs, 
with Milcor Steel Access Doors. And home-owners save on 
maintenance costs later on. Here’s why: 

(1) Milcor Steel Access Doors are installed quickly and 

easily — flush with the wall or ceiling. They need no special 

framing, no cutting or fitting. 

(2) Painting or papering is done right over Milcor Steel 

Access Doors. One finish-coat usually covers. No sanding or 

filler coats are needed. : 

(3) Milcor Steel Access Doors can’t warp, crack, shrink, 

swell, or rot. They are termite-proof and fire-resistant. 

You can meet the needs of every customer, with Milcor 
Steel Access Doors. There are 11 different sizes from 
8” x 8” to 24” x 36” -— ready ¢o install in plaster or 
non-plaster walls. Stock up now. 





Write for prices and other information. 


<INLAND> STEEL PRODUCTS COMPANY 
4027 WEST BURNHAM ST. © MILWAUKEE 1, WIS. 


BALTIMORE 5, MD., 5300 Pulaski Highway — BUFFALO 11, N 
CHICAGO 9, ILL., 4301 S. Western Bivd NCINN 


IN OHIO 


—CLEVELAND 14, OHIO, 1541 E. 38th St DETROIT 2, MICH > Ar r 
KANSAS CITY 41, MO., P. 0. Box 918—LOS ANGELES 58, CALIF., 4807 £ 
—NEW YORK 17, N. Y., 230 Park Ave. — 
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ST. LOUIS 10, MO., 4215 Clayto 


and it’s yours absolutely Free 


with the purchase of five 100’ rolls 
of Lumite* Saran Screen Cloth 


ORDER this sales-pulling dramatic ‘‘stand- 
on demonstrator” from your jobber. Prove to 
your customers Lumite’s amazing strength. 


CHICOPEE MILLS, Inc., Lumite Division, 
47 Worth Street, New York 13, N. Y. 





